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Where Trucking is Heavy... 
Where Floors are Wet... 


Alundum (C.F.) Aggregate 
in Cement for Permanent 
Safety and Long Wear 


FO eueteeatione (C.F.) Aggregate is 

a ceramically bonded abrasive 
aggregate developed by Norton Com- 
pany e specially for use in cement floor- 
ing. It provides more effective service 
than abrasive grain and at a lower cost 
per square foot. Properly installed in 


the correct proportion it gives 


a floor of greater durability and 


e are My tt L a surface that is non-slip even 
= =e 1 WRI) | 


| | | when wet. This last feature 
; | ‘WM \| \ ; makes it especially popular in 
i i : ) plants where wet floors are un- 

| 


avoidable—-such as this textile 
mill dye room and meat pack- 
ing plant. Send coupon below 
for Catalog D—no obligation. 
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Alundum Tiles, Treads & Aggregates 
































IT’S “BAKING DAY” AT GOODRICH 


A _ typical example of Goodrich 


ie you see what is probably 


the world’s largest steam “bake 
oven,” developed by Goodrich engi- 
neers to vulcanize the rubber lining of 
acid tanks. Into this 45-foot oven any 
tank which can be shipped on the rail- 
roads, or dozens of smaller tanks, lined 
with rubber, can be pushed. The 15-ton 
door is closed, steam at 100 pounds 
pressure is turned in, and the rubber 
lining is vulcanized to the steel tanks 
with such a bond that it will never tear 
loose. 


Every day is “baking day” at Good- 


improvement in rubber 


rich, to meet the industry-wide de- 
mand for these tanks. 

Acid handling had always been a 
dangerous, wasteful process. . . . Then 
Goodrich found a way to attach rubber 
to steel with an inseparable bond. With 
this as a start, Goodrich engineers went 
to work in developing a practical acid 
tank. Here were men who know in- 
dustry—who had solved other prob- 
lems that seemed hopeless—multiplied 
the value of belting, hose and a score of 
other products by revolutionary im- 
provements in materials and design. 

First a new lining was developed, im- 


pervious to acid, with joints in the 
ber to take care of expansion. 
brick sheathing was perfected, t 
tect tanks subject to abuse. Thi 
Goodrich Tank of today—savin 
dreds of thousands of dollars fo: 
making production faster, safer, 
profitable. The B. F. Goodrich ¢ 
pany, Mechanical Rubber Good 
Akron, Ohio. 


Goodrich 
aa case coal IN RUBBER 


(Another story of Goodrich development work appears on inside back cover page) 











| D ynemasnse 


Established 1916 as “The Purchasing Agent” 
Consolidated with “The Executive Purchaser” 











——r. yy 


PURCHASING is an independent journal, not the official organ of any association. It is the only 
publication of national scope devoted exclusively to the interests and problems of the purchasing 
executive in industry and government. 
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LONG DISTANCE binishes 


When you hang up on a Long Distance conversation, 
your mind and your memorandum pad will usually be 
cleared of one more item. There is no waiting, no won- 
dering . . . the call often brings an answer at once. 
Many busy purchasing executives are finding that 
systematic use of this service leaves them less burdened 
by detail ... helps them accomplish more. They can 
complete purchasing inquiries rapidly and successfully 
... can avail themselves at once of favorable quotations 
. +. Can turn sooner to uninterrupted consideration of 
major problems. 

Try it at the new low rates, and discover 

how it relieves the pressure of routine. 





TYPICAL 3-MINUTE NIGHT 
STATION-TO-STATION RATES and SUNDAY 





Cincinnati-Louisville ....... S 3 $ .35 
Baltimore-New York ....... oa 45 
Boston-Philadelphia 
CitGiee-Grmagne 2... ttt ts a .85 
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utility value to purchasing agents. 








Yours on Fequest 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the following pages. 
to us, they have been selected by the editors as having greatest interest and 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 


From among the many submitted 














l 2 l Catalog P35 of the American Pulley Co. is de 

=» voted to its line of steel split pulleys for ordinary 
flat belt drives, for heavy duty and for special service. Complete 
specifications, including dimensions and weight, are shown, 
augmented by four full pages of engineering data. 


l 22 Based on information received from 229 firms 

» employing 791,820 people, the Warner & Swasey 
Company has issued a pamphlet entitled ‘‘A Factual Survey of 
Industrial Employment.’’ This survey provides an answer to 
the question which is confronting industry today: ‘‘Is there a 
shortage of trained men in industry; and if so, what is to be 
done about it?” 


1 23 Users and prospective users of plastics will be in- 

s terested in the 40-page “Story of Plastic Molding”’ 
published by the Chicago Molded Products Corp. This booklet 
covers the making and use of molds; the factors which deter- 
mine prices; the various molding materials and their properties; 
design; parts available from stock molds. 


1] 24 “Safety with Wire Ropes’”’ is the title of a booklet 

=» of the American Cable Co. Among the subjects 
it covers are lubrication, broken wires, rope strengths, safe splices, 
safe attachments, sheaves and drums, abrasion and crushing, 


kinks, reverse bends, spooling on the drum, when to discard 
ropes. 


1 25 Companies operating salesmen’s cars and truck 

«s fleets will welcome the information in the new 
edition of the Magnus Chemical Co.’s ‘‘Automotive Cleaning 
Handbook.”’ This 48-page publication represents a thorough 
study of every phase of cleaning requirements connected with 
automobile operation—the car itself and its various parts, garage 
walls, driveways, pumps. It offers purchasing agents a solution 
to the problem of choosing the most efficient and economical 
methods of automotive cleaning 


1 26 The properties and advantages of its flooring 

» product, ‘‘Concretite,’’ are detailed in a folder of 
the Stonhard Co. This material is used in thousands of indus- 
trial plants for building new floors; resurfacing and patching 
existing floors, aisles, ramps, platforms, machine bases, etc., 
where conditions of acids, oils, high temperatures and excessive 
moisture are added to heavy trucking 


] 27 A handsome spiral bound sample book of Champ 
« lain Text is available to users of direct mail ad- 
vertising from the International Paper Co. Champlain Text is 


made in white and five pastel colors, in sheets and envelopes to 
match. 


PURCHASING, 11 West 42nd St., New York, N. Y. 


I wish to receive the following literature: 


Numbers: 


Company 


Address 


1 28 A new line of modern industrial maintenance 

«s finishes, based on Bakelite resin, is described in a 
booklet produced by the Everseal Mfg. Co. The following prod- 
ucts, and their application for all types of industrial service, are 
included: floor finishes, mill white, aluminum finishes, metal 
finishes, varnishes 


l 29 “‘Collordata’”’ is the title of Collord Inc.’s booklet 

«s illustrating developments in the application of 
rubber to industrial and commercial uses. Liquid rubber, or 
latex, is achieving increasing industrial importance. It enters 
into the manufacture of brushing rubber, seamless rubber lined 
tanks and pipe, adhesives, insulations, etc 


l 30 A comprehensive study of Vanadium Steels and 

» Irons is offered in the new 189-page, leatherette 
bound, metallurgical handbook published by the Vanadium 
Corp. of America. 178 charts and tables and 71 photomicro- 
graphs augment the text which deals with the chemical composi- 
tion, physical properties, heat treatment, recommended applica- 
tions and fabricating procedure of all irons and steels in which 
vanadium is an alloying element. The usual price of this book is 
$1.25, but no charge is made to executives and engineers actually 
engaged in using or specifying alloy steels and irons 


Its new Dualsteel Union is described by the 
l _ l » Rockwood Sprinkler Co. in a striking pamphlet 
The Dualsteel Union is claimed to have greater strength, greater 
resistance to corrosion and erosion, and greater toughness to 
withstand severe wrench abus« It is designed expressly for the 
oil, rubber, chemical, sulphite paper, dyeing and bleaching ship- 
building, refrigerating and other industries 


Twice the light at half the cost is the result claimed 
« bythe Acme Electric & Mfg. Co. through use of its 
new high intensity mercury vapor lamp transformers. Photo- 


graphs and specifications of these transformers appear in a re- 
cently released pamphlet 


The Wheelabrator Data Book has just been issued 
1 33. by the American Foundry Equipment Co. Text 
and photos show the application of the Wheelabrator in many 
types of industry for airless abrasive metal cleaning of products 
such as castings, forgings, stampings, as well as for surfacing 
products prior to enameling, plating and final finishing. 


How to Seal Corrugated Shipping Boxes’”’ offers 
l 34. instructions and suggestions to executives inter- 
ested in better packaging and shipping. Published by the 
Hinde & Dauch Paper Co. as No. 1 in a series of packaging hand 
books to be issued from time to time, it deals with the four prin- 
cipal methods of sealing corrugated boxes: adhesives, gummed 
tape, stitching and metal straps or wires 


A new folder giving specifications and operating 
l 35. data on ten sizes of burnishing barrels has been 
issued by the Abbott Ball Co. It should serve as a helpful guide 
in choosing the right barrel for all purposes. 


Adorned with large and handsome photographs, 
s ‘What’s In a Name?” is a new Jenkins Bros. 
publication which describes each operation in the manufacture of 


Jenkins valves, in a highly entertaining manner. It represents 
a basic education in valve manufacturing. 


A twenty page illustrated booklet, containing data 
l 37 =s onvarious types of oil seals and installation informa- 
tion, has been released by the Victor Mfg. & Gasket Co. A com- 
plete listing of sizes available is included in the booklet, which 
bears the title ‘‘Victoprene.”’ 


(Additional listings on page 6) 

















YOUR LETTERHEAD IS THE VOICE OF YOUR BUSINESS 








THE WELL-REMEMBERED VOICE... Perhaps when you were young you heard Mr. Bryan « 


Mr. Beecher, or another of the great orators of that day. Of what he said, you likely remembes 
nothing, but of his voice, there remains a vivid memory. Oratory is old-fashioned, and quite u: 
necessary in these days of radio and public-address systems, but the voice of the speaker, mot 
restrained and modulated, still maintains its hold upon you and reveals his culture and his back 
ground. + So with the paper on which you write your letters daily, for paper 75 your voice in all 
written communications. It clothes your words and presents them. How well it discharges thi 
important office is largely determined by the quality of the paper. Naturally the better the pape 
the better your letters speak for you. Letter papers made from rags have a way of speaking wit! 


confidence and distinction; with that assurance that is born of quality. 


RAG CONTENT PAPER MANUFACTURERS 


122 East g2nd Street, New York 


FINE FAPERS FOR LETTERBEADS, LEDGEERS AND INDEX RECORDS 





| THE BEST PAPERS ARE MADE FROM RAGS 
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ULTRA-CUT 


. . . that’s what veteran opera- 
tors of automatic screw machines 
say about this fast-cutting steel. 
They have tried them all ; 
and they can tell the difference 


the minute they start feeding 
Ultra-Cut. 


They get more pieces per hour 
simply by advancing the spindle 
speed .. . and no sacrifice of 
quality either, for the surfaces 
are smooth, corners sharp, and 
the threads perfect. 





Fewer tool grinds . . . less down 
time . . . chips well broken up, 
falling trom the machine freely. 
Rejections are kept to a mini- 
mum. Ultra-Cut will give equal 
results under surface hardening 
treatments, as obtained with 
other grades of Bessemer screw 
steel. 

Ultra-Cut satisfies many require- 

ments for screw machine parts. . 

but for special conditions, other 

B & L Screw Steels are available 

including B & L Open Hearth 


Screw Stock. Ask our represen- 
tative for details. 


Cold Drawn Bars @ Ground Shaft- 
ing @ Special Sections @ Extra 

ide Flats @ Free Cutting Screw 
Stock @ Alloy Steels 


BLISS & 
LAUGHLIN, INC. 








HARVEY, ILL. Sal, Offices in oll Principal Gties BUFFALO. N.Y. 
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Yours on Request 


l O6 The distinctive properties of four industrial lubri- 

» cants, with particular attention to _ colloidal 
graphite, are defined in a folder of the Grafo Lubricants Corp. 
These four products are applicable to virtually every lubrication 
requirement in industry. Many plants compound them with 
oil or kerosene to their own specifications. Results claimed for 
these lubricants include quieter operation, cooler bearings, 
higher speeds and heavier loads with less wear. 


An interesting and informative 8-page booklet 
l l 7. carrying a reprint of a radio address by Lawrence 
S. Mayers on ‘“‘How to Choose a Diamond”’ has been published 
by L. & C. Mayers Co., Inc. In addition to some illuminating 
historical facts about diamonds, the booklet describes the essen- 


tials which govern the value of a diamond 


Containing 26 illustrations of the latest accepted 
l 18. standard method of drawing various types of 
bolts, nuts and rivets, the ‘‘Handbook of Common Machine 
Fasteners” will be welcomed in every drafting department. 
Russell, Burdsall & Ward Bolt and Nut Co. designed this 20-page 
book as a part of the draftsman’s equipment to fit into the 
average drawing instrument case 


Osborn Brush Co.’s new 80-page, 8!/,” x 11”, 
C ite caine No. 190 covers a comprehensive line of 
+ 


industrial “a ushes for every conceivable need. Prefaced by four 
pages of information about brush materials and two additional 


pages on the art of brush making, this outstanding publication is 
a worthy contribution to the files of every industrial buyer. Its 
use is facilitated by three indexes—general, alphabetical and 


numerical. 


A strikingly original booklet prepared by the L. L. 
139. Brown Paper Co., Adams, Mass., is called ‘‘Blaz- 
ing a Trail through Rag Continent Jungles.”” The theme of the 
book is a clarification of the ambiguous quality designation of 
‘Rag content’’ as applied to paper, and a guide to the selection 
of proper grade 


C — zed papers of all types, including hecto 
graph carbon for duplicating machines and tele 
type rolls a: as well as typewriter and pencil carbons, are described 


in the General Manifold & Printing Co.’s booklet of Multiplex 
Papers. This booklet contains samples of coated paper stocks. 


‘tion “‘shots,’’ taken on location in the shops of 
144. a S. Morgan Smith Co., ornament a striking 
bulletin entitled ‘‘Welding by Smith.” The facilities developed 
by sixty vears of experience are presented in this bulletin, with 
particular stress on equipment which includes welding trans- 
formers, stationary and portable welding sets, positioning ma- 
chines, welding pits, flame cutting apparatus, large rolls and 
presses, cranes up to 150 ton capacity 


Another Jenkins Bros. publication, of particular 
interest to the buyer who spurns generalities in 
favor of specific s. is the ‘‘Photo-Facts’’ booklet which is domi- 


nated by 24 pictures intended to stress the service value of iron 
valves. 


Safer, more durable and more economical floors 
146. are achieved by the use of Alundum (C.F.) 
Aggregate, according to the Norton Co., whose Catalog D gives 
full information about this ceramically bonded abrasive aggre 


gate, including installation specifications 


iling Eyes Because” is the title of a booklet 
14 [. Brewers ig comparisons between ordinary white 
paper and the new green-white ‘“‘Eye-Ease’”’ sheet developed by 


the National Blank Book Co. and used in columnar books, 
account books, analysis pads, steno books, inventory sheets, etc. 


Use coupon on page 4 
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BRONZE STEM 


BRONZE 
STUFFING BOX 


BRONZE GLAND 


BRONZE BUSHING 
(An Original 
Lunkenheimer 

Feature) 


(An Original 
Lunkenheimer 


Feature} 


BRONZE DISC 


BRONZE 
SEAT RINGS 





SINCE 1862" 








Here’s a valve that doesn’t need to be 
pampered. It’s built to stand up under 
rough handling; to resist wrenching and 
piping stresses; to withstand the strains of 
sagging or uneven pipe lines. 


All internal working parts of the “King- 
clip” are made of bronze, encased in a rigid 
iron body. This construction provides the 
advantages of a bronze gate valve, with the 
greater rigidity of an iron body valve. 


A distinctive feature is the non-ferrous 
stem-thread bushing cast in the bonnet. It 
possesses excellent wearing qualities and 
provides a non-corrodible bearing for the 
bronze stem. Drain channels cast in the 
bonnet serve to drain the chamber above 
the stem threads and prevent freezing. 


Try the bronze mounted “King-clip” on 
steam, oil, gas, gasoline, air and water lines 
and the All-Iron patterns for handling fluids 
which attack bronze but not iron. They 
stay tight and give added values in long 
service life and low cost upkeep. 


“King-clip” valves are available through 
Lunkenheimer distributors in all industrial 
centers. 


THE LUNKENHEIMER CO 


—= QUALITY’ 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO 
BOSTON PHILADELPHIA 


EXPORT DEPT. 318-322 HUDSON ST., NEW YORK 





Buy QUALITY- uy LUNKENHEIMER 
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IMPROVED ADJUST- 
ABLE “S” NUT 
WRENCH NO. 48 
MANUFACTURERS of WRENCHES SINCE 1835 
4 
: 
SPRINGFIELD MASS 
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SOLD BY LEADING meee RIOT ORE. | 
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Purchasing Under Difficulties 


To the Editor: 

Enclosed is my check for subscription to 
PURCHASING. 
me through our New York office, and I 


Several copies have reached 


have enjoyed them very much even though 
they have been quite ancient by the time 
they arived here. 

My work here keeps one constantly 
looking at the trend of the market and 
delivery conditions. Three months de 
livery is the best that we can reasonably 
expect from the time that an order is sent 
from here, and most of the supplies we 
keep at least a four months supply on 
hand, so our buying is always at least seven 
months in the future. 

Transportation here after material 
leaves the steamer at Amapala, Honduras, 
is rather a problem. One hundred twenty 
five miles on mule back or by ox cart is a 
problem that most people do not have to 
meet. Transporting better than two hun 
dred tons of mining supplies and machin 
ery each month by this method, over 
through mud, requires 


mountains and 


some thought and planning. Any mate 
rials that can be packed in packages not to 
exceed 130 pounds are carried by mul 
back. 


must be moved by ox cart. 


Heavy machinery and package 
This method 
is slower and nearly twice as expensivs 
Through this department not only go 
the purchase orders, but we have to handlk 
the transportation, storing and distribu 
All this goes to mak« 


tion of all material 
an interesting job that is unusual, to say 
the least. 
W. M. BacpripcG! 
N. Y. & Honduras Rosario Mining Co 


San Juancito, Honduras 
June 12, 1937 


Reception De Luxe 


To Mr. C. L. Leighton: 

Your article appearing in PURCHASING 
(April issue) entitled “Why do Purcha 
ing Agents 
been read with a great deal of interest 

As one P.A. to another, I would hate to 
think that 
agents were in the same boat as the one in 


Remain Unconscious?” ha 


the majority of purchasing 


your article. Fortunately, the purchas 
ing department of which I am proudly th 
head, has one of the most ideal locatior 
of any of the many offices in our organiza 
tion. Ours is the first office to the left as 
you leave the elevator. Let me give you 
a brief picture of this location. 

In stepping off the elevator you pass 
through an old brick English arch, and 
the first object to attract your attention 
is a lovely fountain with a pool containing 


tropical fish. As you leave the noise and 
whirl of the streets below and approach 
the executive offices, you are greeted by a 
smiling and sociable information girl. If 
you are interested in seeing the purchas- 
ing agent or any of the assistants you are 
immediately escorted to the purchasing 
department. Should there be other sales- 
men or callers before you, you would be 
conducted to a lovely replica of a 15th 
Century Tea House. There you would be 
introduced to a hostess who would explain 
this wonderful building and would also 
serve you tea with cookies and small 
This 


the atmosphere, and the cold-blooded re- 


sandwiches immediately changes 


ception generally received in many large 
organizations throughout the country is 
gone as you lose yourself in this quaint 
English inn 


You will probably be saying to your- 


self, ‘‘What does this have to do with a 


purchasing agent?’’ My answer is this: 


that from observations made during 


fourteen years of traveling east of the 


Mississippi selling merchandise, I have 


praising or condemning a 


ind its business houses upon the 
friendly or cold reception received from 
buyer Che result is that I have a 
warm spot in my heart for some cities 


1.°1 
whit 


i few were so cold and unfriendly that 
I vowed if I were ever connected with the 


suying office of an organization I would 


y not tomake the same mistake. There 
fore, believing that Baltimore should 
greet the traveling public in a friendly 
pirit, and do business with them as busi 


associates rather than business en- 


nies, the plan was formulated for ‘‘Ye 


Olde McCormick Tea House.”” You may 
feel that this is strictly propaganda. Let 
me say that it is not, for I extend an in 
vitation to every one—you, your friends 


to visit ““Ye Olde McCor- 


ind associates 


mick Tea House” and enjoy the warmth 


of business friendliness. To my mind, 
this is one of the greatest steps not only 
for the promotion of friendship in business 
but also for higher ethics and unity in 

iness 

I fear that the profession of buying (if 
it can be called a profession ) should not be 
looked upon as a separate unit of any 
business, but should be taken in as one of 
the working cogs, solving its problems in 
ooperation with the sales and advertising 
departments as well as with every other 
department in the company. Most pur- 
hasing agents should be good salesmen, 
is they are confronted day in and day out 
with problems of digging up ideas to sell 
to the salesman. The salesman, in turn, 
is more than willing to bring his ideas to 


the purchasing agent once he sees that he 


Continued on page 36 
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SERVICE LIKE THIS 


is all in our day’s work 









Ordered ... measured ...cut...delivered... 
in same day. A local concern phoned in the morn- 
ing, asked us to come out and take some measurements 
for steel. We made the measurements, returned to our 
warehouse, corrugated 24 sheets and sheared 12 pieces 
of steel, delivered the order . . . all in the same day. 








‘‘Did you fly here?’”’ Work in a Chi- 
cago shop, located eight miles from our 
warehouse, was held up for want of a Tube 
Cutter. They phoned us, and we got the 
Cutter there so quickly that the buyer 
asked our driver if he had used an airplane. 


a 
’ Our men were late for supper— 
Y Oo U L L LI K E but the customer got his order on time. A 
firm located 200 miles away phoned in at 
5:30 for two CB sections. We cut and shipped 











the order that evening via truck. 


@ Whether it’s anemergency,orrun- brass always on hand in eight ware- 
of-the-mill order, you can depend on __ houses conveniently located. Try us! 


Scully. Our huge stocks are quickly Phone, write or wire the warehouse 


available. We have immense stocks nearest you. Send for our complete 
of steel, steel products, copper and _ Stock List and Reference Book. It’s free! 


SCULLY STEEL PRODUCTS CO. 


Warehouses at 
CHICAGO e BOSTON e PITTSBURGH e NEWARK,N. J. « ST. LOUIS 
BALTIMORE e ST.PAUL e CLEVELAND 








UNITED STATES STEHam 
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This Directory is indispensable to all 
business executives, salesmen and 
purchasing agents who wish to do 

business in the State of New York 


SHORTLY OFF 
THE PRESS 


The only direct and authori- 
tative guide to the largest 
and richest industrial State 


in America. 
1,000 pages of vital in- 


formation presented in a 


fine, heavy buckram cover. 


Price $10.00 





a 


Here is what you will find in this Directory of 
New York State Manufacturers. 
1. List of 45,000 manufacturers, names of chief executives and 
purchasing agents. 
. Location of plants. 


2 
3. Description of products made, 
4, Number of employes, male and female. 








ACCURATE 


The information on manu- 
facturers contained in this 
directory was compiled from 
the 1936 factory inspection 
records of the Department 
of Labor. 





FIRST 
SINCE 1933 


The Labor Department 
has not published a New 
York State Directory of 
Manufacturers since 1933, 
and The Journal of Com- 
merce has undertaken the 
pablication of this present 
directory in cotlaboration 





5. List of Public Utilities plants and their chief officers. 
6. List of National, State and Savings Banks and Loan 
Associations. 















7. Alphabetical listing of all municipalities. 
8. Population figures. 

9. Fire insurance ratings. 

10. Property valuation. 

11. Tax rates. 

12. Map of gas and electric utilities. 

13. Map of canals and waterways. 

14. Map of railroad facilities. 


Thi ; wren : a 
uk tn Raber Sasesennt ‘his and other pertinent information will be presented in triple 
of the State of New York. indexed form and carefully arranged for easy and convenient 
reference. 
~ —_ «= === «ess «=== «ess @o== «= 





The Journal of Commerce, 63 Park Row, New York City. 


Cc O M P ~ Ee T E To insure prompt delivery, please enter my order for S volume 


— ) volumes 
of the Directory of New York State Manufacturers. 
This is a far more com- 
plete volume of information i en aia ang Jey oink eb a da Eerie vides ees ene bee weem renee tebe eenee a 
than ever presented, and is 
absolutely invaluable’ to rae euee att. aay chs..d:a Gs baieiee Md ole WES OOS tie aoe en Reena eek 
every executive, sales man- 


ager and purchasing agent. Address . 
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SOIN 
THE PARADE 


Purchasing Agents more and more, in their 
wiping cloth requisitions are including the fol- 
lowing in their purchase orders: ‘‘Must be 
packed to S.I.A. (Sanitary Institute of America) 
Specifications.”’ 





Which all goes to prove, in the words of one 
State P.A. Association Secretary that: 


“‘Purchasing Agents, in general are grateful for 
the movement toward standardization of wiping 
cloths. I wish to take this opportunity to person- 
ally compliment the Sanitary Institute of Amer- 
ica for their effort in this direction.” 

















THIS ADVERTISEMENT SPON- 

SORED BY THE FOLLOWING 

MEMBERS OF THE SANITARY 
INSTITUTE OF AMERICA 


BROOKLYN, N. Y. 

American Sanitary Rag Co. 

600 Degraw St. 
BROOKLYN, N. Y. 

Delia Waste Products Corp. 

1557-61 Dean St. 
CHICAGO, ILL. 

American Sanitary Rag Co. 

1001-15 W. North Ave. 
CHICAGO, ILL. 

Central Mills Co. 

3920-60 S. Loomis St. 
CHICAGO, ILL. 

Chicago Sanitary Rag Co. 

2137 S. Loomis St. 
CLEVELAND, OHIO 

Manufacturers Supply Co. 

3528 East 76th St. 
CLEVELAND, OHIO 

Wiping Materials, Inc. 

Room 216—1836 Euclid Ave. 

W. H. Martin, Rep. 
HAMILTON, OHI 

The Leshner Corp. 

1240 Central Ave. 
KANSAS CITY, MO. 

American Wiper & Waste Mills 

511 Broadway 
NEWARK, N. J. 

American Oil & Supply Co. 

238-260 Wilson Ave. 
PITTSBURGH, PA. 

Armstrong Sanitary Wipers Co. 

1233 Spring Garden Ave. 
PITTSBURGH, PA. 

Wiping Materials, Inc. 

320 Empire Bldg. 

J. M. Evans, Rep. 
PITTSBURGH, PA. 

Scheinman-Neaman Co. 

1024 Vickroy St. 
ST. LOUIS, MO. 

Wiping Materials, Inc. 

2000-28 N. Main St. 
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It is not surprising then that Purchasing Agents, more 
and more, in their purchases of wiping cloths, demand the 
Sanitary Institute Label. They know that Institute Label- 
led Products are: 


(1) Sterilized 
(2) Packed to S.I.A. Specifications 
(3) Made in the U. S. of America 
(4) Honest Weight 
(5) Produced, by a firm of integrity. 
Join the Parade! Insist on the Institute Label on Every Bale 
For complete Institute specifications write any 


member or The Sanitary Institute of America, 
10S. LaSalle St., Chicago 


DEMAND THIS 
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—EFFICIENT BUYING IS THE KEY TO PROFITS 


A NEY TREND in 








- - - COMMODITY PRICES 








THIS IS a period when “almost anything can happen”’ in com- 


modity prices. 


WAR THREATS, LABOR TROUBLES and a host of other in- 
fluences becloud the present picture and make the future uncer- 
tain. 

ALL OF THESE DEVELOPMENTS have a profound effect 
upon the price movements of basic commodities. Price stability 
vanishes. 

EACH COMMODITY MUST STAND or fall so far as price 
is concerned upon the favorable or unfavorable factors that exist. 
ONLY THROUGH CONSTANT study and appraisal can the 
outlook for prices be forecast with any degree of accuracy. 
WHY NOT INVESTIGATE THE McGill Commodity Service 
whose dependable commodity analyses and price forecasts have 


won the endorsement and patronage of so many hundred clients? 


USE THE COUPON BELOW without obligation. 








McGill Commodity Service, Inc. 








Taylor Bldg., Auburndale, Mass. 


Gentlemen: ; ; 
Please send me a copy of the current issue of your 10-page “Commodity Analy- 
sis and Price Forecast” and the descriptive folder. 


NCS) Se ee eee sn ae Sat ak . Position 


Company...... arkstnd ache tentacsarn > 








Sy ee eee 


Ns (idkaaon Deaaisa arent v's . State. 
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¥ This railroad executive deserves infinite credit for 
¢S) his superb new train. People line up along the 


right-of-way to admire such a miracle of speed, 


safety, beauty and comfort. As a passenger, you can take 
your ease at safe speeds in excess of 80 miles an hour. 

Some day soon, we predict, this railroad executive—and 
his colleagues all over America—will improve their letter- 
heads. A railroad’s letters should at least be in tune with 
the impressiveness of its terminals and its trains. So should 
the letters of every other organization, large or small, 
reflect the modern spirit of progress. 

Of all sure ways to create favorable atmosphere, a fine 
letterhead comes first. Atmosphere is what your corre- 
spondents feel. What they feel, they believe. 

Fortunately, the cost of even Strathmore’s fine papers is 
negligible. You can have STRATHMORE HiGHway Bonp — 


the most widely used rag-content bond letter paper in 
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America—for less than 1 per cent more, per complete 
letter, than the cheapest paper you might buy. And even 
if you specify STRATHMORE PARCHMENT—as fine a bond 
paper as can be made—the additional cost, per letter, will 
be but 2.9 per cent complete cost. 

Get the facts. We will gladly send you the newest 
Strathmore Letter-Cost Analysis audited by Certified Publi 
Accountants. With this analysis we will include liberal free 
samples of Strathmore papers and envelopes-to-match 
Write for P-3 Samples to Strathmore Paper Company, West 
Springfield, Mass. (Strathmore envelopes-to-match are 


made by Old Colony Envelope Company, Westfield, Mass. ) 


STRATHMORE 


Maker of Fine Papers 


PAPER IS PART OF THE PICTURE 


PAGI 





Photo Courtesy Union 
Pacific Railroad 
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Test of Efficiency 
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ee ae in the summer vacation season. The salesman’s plaint is 
loudly heard, that half his prospects are out of town, and that no one 
with authority can be seen. The reliable trouble-shooter who can generally 
be counted on to straighten out the tangles that occasionally arise in even 
the best regulated offices, is temporarily not oncall. Departments are opera- 
ting with a skeleton staff, or with substitute assistance, or with operatives 
taking over unfamiliar tasks. And to complicate the picture in this year of 
1937, the seasonal cycle of business activity, which generally eases the load 
to suit these conditions, has proved contrary and unpredictable, and labor 
unrest has interfered with the smooth functioning of normal supply. 


This is the annual test of departmental organization and efficiency. 
The executive who now reluctantly persuades himself that he can’t be 
spared for even a short time, or who forfeits the complete relaxation which is 
the prime requisite of a profitable holiday, does not truly enhance his per 
sonal importance, however much he may believe that this is the proof of 
indispensibility. He is really convicting himself of inadequacy in the con- 
duct of his department. 


The essentials of proper organization and executive direction of pur- 
chasing include records that are clear, complete, and accessible, without 
dependence on anyone’s memory; procedure that is simple and well defined, 
and coordinated with the departmental records; assistants adequately 
trained to carry on the procedure, and guided by a consistent policy — men 
and women who merit confidence and who can be entrusted with authority 
within necessary limits; sound relationships with vendors, that they may 
understand requirements and serve the buyer company’s interests as well as 
their own; reasonable foresight regarding the standard and recurring mate- 
rial needs that make up the bulk of the average purchasing department's 
job. 


Exceptions and emergencies will arise, of course. The schedule may 
need careful planning. And the burden of work will naturally be somewhat 
heavier in such a period than with the normal personnel at work. There 
will be some loose ends to gather up. But upon the foundation of an organi- 
zation that embodies the above essentials, and for the relatively brief period 
of the average vacation, no individual should be tied inseparably to the job. 


Can’t get away’? Then the chances are that something is lacking in 
that man’s executive equipment. He’s not as good a department head as he 
should be, and he’ll not be any better for foregoing that re-creation of energy 
and viewpoint which we have come to recognize as a proper and highly 
desirable, if not absolutely essential, part of the annual program of living. 


PURCHASING extends to its readers the wish for a summer holiday 
unspoiled by worry, and serene in the assurance of “‘business as usual’’ 
during a well earned absence from the daily round. 


STUART F. HEINRITZ, EDITOR 
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Purchases for 
PACKING and SHIPPING 


WALTER J. AUBURN 


HE DIFFERENCE between good 
Eyer bad packing is usually the 
number of transportation claims for 
damage and loss and several dis- 
satisfied customers. 

From these bad packing ills to 
good packing health is but a few 
steps. A little care, some planning, 
and a small additional cost may in 
sure perfectly delivered products 
and satisfied customers and distribu- 
tors. 

New products of unusual style, 
shape, or those that require excep- 
tional care in packaging, are coming 
out every day. There is a new con- 
tainer containing six four-ounce 
glasses of wine, each glass sealed 
with a tin cap, packed this way to 
guarantee a genuine winery product. 
Cakes from the wholesale bakery to 
distributors within a radius of sev 
eral hundred miles require careful 
boxing on account of different varie- 
ties, shapes, icings, and the fact 
that many varieties are packed in 
one carton. In addition, good car- 
tons must be had for the cartons are 
knocked down, returned, and used 
for as many as twenty journeys back 
and forth. Decorative tile, formerly 
packed in barrels with loose excel- 
sior to protect it, now moves in cor- 
rugated cartons with filler strips be- 
tween each tile. This is far less 
bulky and less expensive (and more 
economical as there is less damage). 
Chromium-plated electric specialties 
that must be protected from scratches 
and dents, and that require re- 
shipping by distributors, are only 
a few random instances of new prod- 
ucts whose packing must be careful 
and well-planned. 

Packing has undergone a change 
because of customer sponsorship. 
Department stores pack china din- 
ner sets in corrugated cartons with 
properly cut bracing since the pub- 
lic objects to receiving china packed 
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Purchasing Agent 
The Gerrard Co.. Ine. 
Chicago 


in straw and excelsior on account of 
the litter caused when such a pack 
age is opened in the home. Cosmet- 
ics in jars, wine and liquors, lamps, 
and other fragile items have followed 
suit, not altogether, but in sufficient 
quantities to indicate the growth of 
this same trend. 


Unit or Pre-Packing 


At a convention of the National 
Dry Goods Association a report on 
labor-saving by unit packing of din 
ner sets is worthy of attention. 

“The 32-piece china dinner set 
under the old method of bulk pack 
ing required 16 minutes of handling 
time from the receiving point to the 
delivery department. The same set, 
pre-packed, took 1 minute and 10 
seconds. Time saving per set, 14 
minutes and 50 seconds. The %4 
piece set—36 minutes against 4 min- 
utes; a saving of 32 minutes.”’ 

The trend is obvious and startling 
when this same committee found 
that toy desks pre-packed could be 
handled in 12% of the previous 
time required, toy wheelbarrows 
11%, toy automobiles 12%, wash 
boilers 46%, and fireplace fixtures 
30%. 

-acking methods of the past do 
not meet the needs of store merchan- 
dising methods and _ distributing 
means of other brokers, warehouses, 
branch stocks, etc. There is too 
much damage and breakage, too 
much freight, too much repacking. 
These losses must be avoided. 

Unit packing is one answer. Yet 
low-cost goods must also be packed 
securely in spite of their lower rate 
of profit. The fact that they are 


made cheaper, are flimsier and more 
fragile, increases their need for pro 
tection. Cushioning and_ bracing 


are the important parts of their 


packing 


Corrugated and Fiber Cartons 


Corrugated boxes, telescope car 
tons and set-up fiber boxes each 
have their particular type of pack 
aging Weights and strengths in 
various corrugated and fiber boxes 
are not always to be taken for 
cranted. The density, compactness 
or lightness of the product must be 
taken into consideration as well as 
the handlings, distances shipped, 
and conditions met with in transit. 
Corrugated board for air express and 
parcel post can be considerably 
lighter than the carton weights and 
strengths needed for larger and 
heavier packages shipped by ex 
press, truck, and freight. 

In the national weight test ap 
proved by the Consolidated Freight 
Classification Committee three tests 
are printed, encircled, on each car- 
ton. They are 


Resistance (Bursting Test) in 
Pounds per Square Inch 

Dimension Limit in Inches 

Gross Weight Limit in Pounds 


In the experience of the writer, 
who was seeking a new box for the 
carriage of some 30 to 40 pounds of 
compact heavy metal rings, three 
manufacturers’ products were 
tested to determine these printed 
strengths. 

One of the three, in a test con- 
ducted by a middle-west box labora- 

Continued on page 41 
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Oe US IMAGINE that the man 
demonstrating a chart in the 
symbolic illustration used above to 
embellish this series of articles is 
Francis H. Brownell, president of 
the Copper Institute. Since the 
graph is a single line it probably 
represents the price of copper, which 
since the war has sold as high as 24 
cents per pound and as low as 5 
cents during the depression. 

Mr. Brownell, who is head of the 
American Smelting & Refining Com- 
pany, is probably telling us that cop- 
per is an important business barome- 
ter. In the first place it is the rec- 
ognized leader of the non-ferrous 
metals. Generally as copper moves, 
so move lead, zinc, tin and less com- 
mon metals. Copper is the oldest 
of the metals, yet the most modern 
among applications, since the heart 
of electric refrigerators, air-con- 
ditioning equipment, radios 
automobiles contain much copper. 

Probably 25% of the stocks 
traded each day on the New York 
Stock Exchange are either producers 
of copper or consumers in some 
form. The pace of steel-making is 
usually a good indicator of copper 
consumption since the two are used 
so often side by side. Steel trans- 


and 
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Copper Statisties 


HAROLD A. KNIGHT 


mission towers carry the 


copper 
wires of power lines. 

Copper is the most permanent 
and most versatile of the metals. 
It is the “everlasting metal,’ with 
scrap constantly going back to the 
It is useful 
for conducting electricity and it is 
ornamental, as, for example, in the 
form of brass rails. 


furnaces to be remelted. 


Yet unfortunately, important ba- 
rometer that it is, the markings on 
the gauge, so to speak, are indistinct 
and difficult to read. Copper sta- 
tistics leave much to be desired and 
until recently they were designed 
only for the producers themselves— 
not for consumers nor for the public. 
During the past five or six months 
the Copper Institute has released to 
the press each month some statis- 
tics in skeleton form, not very clear 
to the average business man. 

Mr. Brownell is perhaps a bit 





Next Month: 


Textiles 











apologetic fc 
issuance of 


yr this deficiency i 


statistics. He will ex 


plain that copper is one of the olde 
in the country and it has not beco1 
modern as fast as other industri 
He will explain that the produc¢ 


never seem 


to get together in tl 


matter of showing their hands to t! 


public. He 


will rezson that c 


sumers do not reveal to the prod 


ers their stocks on 


hand so w 


should producers tell all about th 
statistical situation? 

He will explain further how vari 
gated a lot the copper producers ar 


The custom 
do not care 
copper is. 


smelters, for instanc 
much what the pric 
Their profits are mad 


purely as manufacturers, their on 


concern beit 


ig to secure the props 


margin between what they pay 
their ore and what they get for 


finished copper. 


The primary p1 


ducers, however, want a reasonab! 
selling price since they own th 
mines and do not wish to waste thx 


natural reso 
reasonably | 


urces by selling at 
Ow prices. 


Again some American compani 
own South American properties a 
are against a duty on copper whic! 
prevents them from bringing thei 


Continued on page 4 
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** Muskoka—Moosehead—Cape Cod—Bilori—It jus! doesn’t seem reasonable 


that ALL our prospects are located out on the edges.” 
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HAT MEMORABLE DAY in early 
1926 when the famous discovery 
well—James No. 1—came in, and 
opened up the sensational new 
Seminole Field, is one of the high 
spots in the history of petroleum, an 
industry which has had more than 
its share of vivid moments. Many 
a Mid-Continent oil man looks back 
on that day as the beginning of a 
new chapter. None has greater 
cause to do so than the young man 
who, just three weeks before, had 
come to Bartlesville as purchasing 
agent for I.T.1.0., the well’s owners. 
Youth alone—he was_ only 
twenty-five—was no special handi- 
cap, for oil is a young man’s game, 
and he had some experience in buy- 
ing. But here was a new field plung- 
ing headlong into a hectic period of 
expansion under the most difficult 
conditions. It had all the physical 
hazards of pioneering—the immedi- 
ate, urgent need for large quantities 
of materials and supplies; the jos- 
tling competition of rival operators; 
the lack of pipe line outlets and the 
inadequacy of a single railway line 
that was promptly overloaded to 
the point that freight embargoes 
were imposed; the muddy, rutted 
wheel tracks, frequently impassable, 
that were known by courtesy as 
roads. 

But beyond this it was a matter of 
technical pioneering. For Discovery 
at 4,000 feet, was the first of the deep 
wells in that part of the country. 
There was little gas to help lift the oil. 
New methods required new materi- 
als and presented new problems. 
Seamless steel pipe, which had made 
the deep drilling possible, was rela- 
tively an innovation in that terri- 
tory. 

There were deep wells, of course, in 
the California fields. But such was 
the rivalry in the industry in those 
days than when a supply salesman 
ventured the remark, ‘“‘Here’s how 
they do it on the Coast,” the typical 
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reply was, “Well, we don’t do it that 
way in the Mid-Continent.’ So 
there was much to be learned and 
much new ground to be covered. 

The best commentary on I.T.I.0’s 
success in coping with that situation 
is the fact that the young purchasing 
agent is still on the job, and has 
moved up in the organization to as- 
sume the additional responsibilities 
of supervising traffic, transporta- 
tion, warehouses and surplus ma- 
terial disposal. 


eg DAVID PATRIDGE—gen- 
erally abbreviated to ‘‘Pat’’— 
was born May 9th, 1900, on a farm 
near Independence, Kansas, where 
his grandparents had homesteaded 
from Illinois and Indiana. He at- 
tended a small country school, and 
then went on to graduate from the 
high school at Topeka. This was 
followed with a course at a commer- 
cial college at Independence by way 
of direct preparation for going into 
business. 

Southern Kansas is oil country. 
Pat’s first job was with a drilling 
contractor in his home town and at 
Wichita Falls, Texas. In 1920 he 
came back to Independence to take a 
position in the purchasing office of 
the Prairie Oil & Gas Company. 

His apprenticeship in buying was 
rather a perfunctory process, largely 
a matter of his own initiative. 
Nominally an assistant, he was will- 
ing to accept responsibility and was 
given a free rein. He worked out his 
own problems, and learned to do by 
doing. It was under these circum- 
stances that he developed his philos- 
ophy of purchasing: “Horse sense 
and hard work, plus organization.” 
He also developed two other princi- 
ples which have been fundamental 
in his work as a buyer: constant 
personal contact with the field opera- 
tions, and a wide contact with other 
purchasing men. 

It was through the latter contacts 


Harold David Patridge 


that he learned of the opportunity 
at Bartlesville with the Indian Ter 
ritory Illuminating Oil Company 
He landed the job, which, within a 
month, grew suddenly to immense 
proportions and feverish activity as 
the discovery of James No. | brought 
in the Seminole Field. Some idea of 
the volume may be gained from the 
fact that it required, in addition to 
the actual production work, the 
building of eighty steel storage 
tanks of 55,000 and 80,000 barrels 
capacity to handle the output until 
conditions were relieved by the ex- 
tension of oil purchaser pipe lines 
into the field. 

This rapid development naturally 
entailed long hours of work at the 
Bartlesville purchasing office to 
keep up with the field operations, a 
hundred miles away. But as the 
personnel was gradually expanded 
and organized to handle the new 
load, Patridge began to spend con 
siderable time at the scene of opera 
tions, acquainting himself at first 
hand with methods and materials 
and acquiring an intensive practical 
education that soon established him 
as one of the best informed men in 
oil field purchasing. Meanwhile, as 
a thorough believer in cooperative 
action, he had promptly affiliated 
with the Purchasing Agents Asso 
ciation of Tulsa and took an active 
interest in its affairs. 


bers AND A HALF YEARS later, 
when I.T.I.O. again led the way 
with Oklahoma City No. | well 
bringing in the field on the southern 
edge of that city, he was better pre 
pared and better organized to han 
dle the situation, despite the fact 
that in many respects it was a bigger 
job. Oklahoma City No. 1 went 
down 6,500 feet, the first of the Mid 
Continent wells to be drilled deeper 
than a mile. It was a high pressure 
producer, of large initial flow, and 
inaugurated another period of ex 
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F OLLOW 
THROUGH 


WITH THE CHAMPION... | 


with MARATHON, outstand- 
ing leader among typewriter 
ribbons! 


ly MARATHON’S make-up there 
is a definite superiority, quickly sensed 
and appreciated by keen judges of 
ribbon performance. 


Back of this champion ribbon of super SILK 
is the Columbia organizatian, creator of rib- 
bons and carbons of championship quality 
for over a quarter of a century. 
MARATHON’S and 


sharpness assure: 


silken strength 


@ Sparkling clarity of write—ines- 
timably important in correspond- 
ence, recordkeeping, billing and 
bookkeeping; 


@ A greater number of carbon copies 
at one writing—all beautifully 
crisp and clear; 


@ Longer wear of the ribbon itself, 
hence economy as well as beauty 
and legibility. 


Follow through with MARATHON SILK 
RIBBONS and see how real championship rib- 
bon performance will save money and build 
prestige for your business. 


COLUMBIA 


RIBBON & CARBON 


MANUFACTURING CO., Inc. 
Main Office and Factory 
Glen Cove, L. I., New York 
BRANCHES 
New York, Chicago, Philadelphia, Pittsburgh, 
Cincinnati, Nashville, New Orleans, 
Kansas City, Milwaukee, 


Minneapolis 
—also— 
LONDON, MILAN, SYDNEY, 
ENGLAND ITALY AUSTRALIA 
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treme activity in drilling and de- 
velopment to protect the company’s 
interests as the forest of derricks 
sprouted almost overnight. At one 
time the company was drilling up to 
fifty wells simultaneously. 

Since then, the program has pro- 
ceeded in a more even and orderly 
fashion, but it is a very sizable propo- 
sition, with an interest in 
three hundred wells. Pat knows 
them all. To him, each one has its 
own individuality, which must be 
understood to do a proper job. He 
has never been content to rest on 
the theory that each new hole is “‘just 
another well.’’ Instead, he has 
driven long miles over rough roads 
at all hours to look things over in 
person, across the whole width of the 
State and up into Kansas. Even 
now, he spends about one-quarter of 
his time out in the field. And the 
result is not only that he is inti- 
mately familiar with every phase of 
the operations, but he is known, 
liked and respected wherever I.T. 
I.O. has sunk a drill in search of the 
hidden reservoirs of black and liquid 
gold. 


AT IS TALL AND SLIM. Typical 
Ps the Southwest is his frank 
and friendly personality, his slow and 
picturesque speech. Reticent by 
nature, there is a deceptive quality 
of quiet nonchalance in his attitude 
around a committee table. But his 
incisive comment at the proper 
moment bears testimony to his keen, 
practical understanding and analysis 
of the subject in hand. His judg- 
ment is valued by those who know 
him—partly because of their con 
fidence in his record of getting things 
done, and because they know that 
he stands ready to shoulder more 
than a full share of the work, how- 
ever much time and effort it may 


some 


involve. 

His purchasing department has 
long since passed the 
stage, and now has a personnel of an 
even well organized, 
characterized by an 
feeling of loyalty. 
without haste, and by a process of 
careful selection. Mindful of 
own early training, he appreciates 
initiative in 


“one man” 


dozen, and 


outstanding 
It has been built 


his 


those who work with 


him and is ready to delegate respon- 
sibility and authority. His policy is 
to create a feeling of mutual confi- 
dence and to grant the greatest pos- 
freedom from interference. 
But he has given his coworkers a 
larger measure of counsel and super- 
vision so that his own early mistakes 
and unnecessarily hard experience 
need not be repeated. 

The one thing he does require is ac- 
tive participation in the Purchasing 


sible 


Agents Association program, as the 
most direct and resultful means to 
that contact and cooperation with 
other buyers that he has found es- 
The trip 
from Bartlesville to Tulsa for meet- 


sential in his own work. 


ings is not always easy or convenient, 
but the I.T.I.O. delegation is regu- 
larly on hand, and C. M. Taylor, 
Purchasing Agent, is currently serv- 
ing as president of the association. 


gerne HIMSELF has served as 
president and national director 
of the Tulsa group. Two years ago 
he was chosen to the national ex- 
ecutive committee as Vice President 
for District 2. The convention at 
Pittsburgh was the eleventh con- 
secutive national gathering that he 
has attended 
the 


joining the association in 1926. 


he has missed only 
meeting at Los Angeles since 
He 
has been chairman of the Oil Com- 
pany Buyers Group and of the Com- 
And 
like every good oil man, he is a mem- 


mittee on Standardization. 
ber of the American Petroleum In- 
stitute. In 1936, he 
Petroleum Motor Transport Asso- 


headed the 


ciation, an organization sponsored 
by the transportation superintend- 
ents of the Mid-Continent territory, 
that grew out of the problems of the 
old days in the Seminole Field. 
About five years ago, his company 
duties were expanded and he was 
given additional responsibilities un- 
til his business card today presents 
an imposing array of departmental 
titles. 
of Manager of Purchases, he is in 
charge of the Railroad Traffic De- 
partment, the Motor Transporta- 
the Warehouse 
Department, and the disposal of 
surplus equipment, which is in itself 


Besides holding the position 


tion Department, 


a responsibility of major importance 
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as the character of the operations 
changes from natural flow to arti- 
ficial lift. Once again, his wide con- 
tacts have proved invaluable, and 
the purchasing agents who have 
from time to time been clamoring 
for supplies and service find Pat an 
able, fair, resourceful and coopera- 
tive salesman. 


N JULY 14TH, 1923, Pat married 

Miss Mildred Genevieve Shive 
of Independence, a coworker in the 
Prairie offices. In a pleasant home 
at Bartlesville, they live with their 
two children—Ronald Harold, 9, 
and Patricia Ann, 5. 

Busy as he is, and working to a 
schedule of long and often uncertain 
hours, he enjoys and appreciates his 
home. It is the real center of his 
life, where business responsibilities S A ISF A ION 
do not intrude. He also finds time : l 
to be a good citizen, interested in 
municipal affairs, serving on the 
board of the Christian Church in his 
community, and as vice president of 
Kiwanis. He is a member of the 
Hillcrest Country Club of Bartles- 
ville. 

Pat has the poise that develops 
from learning to take things as they 
come. It is an excellent tempera- 
ment for one in the petroleum indus- 
try, where things are likely to happen 
very suddenly—or not at all. He 
has the confidence that his homely 
formula of “‘horse sense and hard 
work” will prove equal to either 





Satisfaction is reflected not alone in an outstanding product, but in cus- 
tomer contact and service as well. Since its start in 1845, almost a 
century ago, R B & W has continually built customer satisfaction 
Thousands of satisfied customers—many regular purchasers of EM- 
PIRE BOLTS and NUTS for over 50 years—have found fair dealing, 
equitable prices, quality products, large stocks and good service a guar 
antee of such satisfaction. 


With pride in such a record for so many years, the R B & W policy 
today is still one of insuring satisfaction based on experience, stability 
and progressiveness that makes the best use of up-to-date plants and 
equipment, seeks out and applies the newest methods and materials, 
keeps both operating staff and management ever in step with the trend 
of the times. Small purchaser as well as large—manufacturer, jobber 
and retailer—all learn the meaning of true satisfaction through con- 





situation. He doesn’t worry about | tinued use of EMPIRE Brand Bolts, Nuts and Rivets. 

the future but he is prepared. He has 

a wholesome respect for the responsi- Out of long experience, we can make valuable suggestions for stand- 
bilities of his position, but entertains ardizing and simplifying bolting material, and R B & W Engineers wil! 
no exaggerated notions as to any study your needs without obligation. 


personal importance that may ac- 
crue therefrom. That position, how- 





: z ' BOLTS: Carriage, Machine PINS: Clevis, Hinge RODS: Stove, Seat, Ladde 
ever, is the best possible evidence Lag, Plow, Stove, Elevator, pivers. Seandard. Tinmers’ 

s x e Pi ra a Rha ian 2TS: Standard, Tinners’, _ poe ; = 
that his company and his associates a a wee wae 2 Coopers’, Culvert Pee ewes: Comennm 
& . Rim, Battery, U-bolts Zinc, Chromium Nicke 
in purchasing also have confidence Semi-Finished, Automotive SCREWS Cap, Machine, Hot Galvanized, Coppe 
in his oft-demonstrated good sense set teenie eel biog 
and his ca acit for hard work. NUTS: Cold Punched, Semi- WASHERS: Plate, Burrs = _ = a 

tied : aniien, Sm Peet, Ce ee ee 
——o. FS. Hedeeedl Sitted, Cat PUNCHED PRODUCTI 


Non-ferrous Metals 


F. E. JOHNSON has been named 


assistant to the purchasing agent RUSSELL. BURDSALL & WARD or, 











of the Baltimore & Ohio Railroad. BOLT AND NUT COMPANY pEM PIRES 

He has for some time been assis- PORT CHESTER, N.Y. ROCK FALLS, ILL. CORAOPOLIS, PA. [Re wil 
tant general storekeeper of the CHICAGO * DETROIT : PHIL ADE: Pra - poled caortaiicasiag + LOS ANGELES - GEATTLO + PORTLAND = fai J 
railroad. - 
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THE MARKET PLACE 





Supply 


BURLAP 


— IN CALCUTTA were gen- 
A erally improving, and production 
was in fairly healthy volume. May 
shipments to the United States were 
just short of 100 million yards, and 
continued at a good rate through June 


COAL 


hagas OUTPUT—SLIGHTLY over 
71/. million tons per week at the 
close of May, sagged below 7 million 
during the first half of June and just 
above 7 million during the second half 
Production of beehive coke was sharply 
off, by about 15%, reflecting curtailed 
operations in steel. Consumers’ stocks 
were worked lower during the month 


COPPER 


ih emmegg OUTPUT FOR MAy was the 
largest of the year. World stocks 
of blister and refined metal both in- 
creased. U. S. blister stocks were 
down, but not offsetting the increase in 
refined copper. No action was taken 
to reinstate the quota system on foreign 
production, abandoned in January, but 
there is a tendency to curtail operations 
during the summer even without 
restriction rules. Stocks in the hands 
of consumers have shown considerable 
increase 


COTTON 


asian OF ACREAGE planted to 
4 cotton show an increase of more 
than 10% over the last crop year, and 
growing conditions have been excep- 
tionally favorable throughout the entire 
belt. The combination of these cir- 
cumstances points to a sharp increase 
in supplies of the staple, some fore- 
casters predicting a crop as high as 
14'/, to 15'/2 million bales. Trade 
estimates are somewhat more conserva- 
tive but still anticipate a crop of 13! 
to 14'/, million bales. 
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A quick review of the market 
noting major developments in 


supply, demand and prices of 


selected basic commodities 


Demand 


tips MARKET WAS RELATIVELY ina¢ 

tive for the greater part of the 
month, but more interest developed in 
the closing week. 





Lip RE WAS LITTLE FORWARD buying, 
and industrial purchases repr 

sented only immediate requirements 
The market was consequently dull in 
nature, demand for slack being particu 
larly weak 


( YONSUMPTION IS DECLINING. Sales 
A for June lagged well below a 
thousand tons a day, but two good 
days at the close of the month brought 


the total up to 35,395 tons 





a CONSUMPTION IN May 


amounted to 695,000 bales. Print 
mills are in a good position, with a 10 
weeks backlog of orders, and there is 
some manufacturing in anticipation of 
higher costs lateron. Shorter schedules 
are being adopted. New cloth orders 
have been retarded by the sagging 
values of raw cotton, but there has 
been active yarn buying because of the 
low prices. Inventories of finished 
goods are high, but retail trade is 
improving 


Market 


| )RICES, WHICH HAD FALLEN off, dur 
ing May, continued irregularly 


downward in June completely erasing 


the sharp gains of earlier months, and 


ippeared to be heading toward new 
lows for the year The range for 10! 


4) in. was from 5.70 to 5.35 spot 


EXPECTED THAT ‘‘code 

prices” will not be effective until 
September or October, and there was 
general weakness and price cutting 


iroughout the list. Slack prices were 


reduced 15c per ton. An advance of 
to 15¢c on prepared sizes of smoke 


scheduled for July lst, and roughly 


orresponding to wage increases, was 


postponed to August Ist 


f few DOMESTIC PRICE WAS firm at 


14 ents The foreign market 
was dull and weak, at about !/. cent 
( d at mid-month dropped to 13 


\ marked recovery in the 
ond half of the month took prices 


p to 14 at the turn of the month 
Domestic prices on copper scrap were 
duced $10 a ton on the llth, but 
recovered their former levels a week 
ind continued firm 
( YOTTON PRICES LOST much ground 
4 during June. The recession was 
light and orderly during the first 


week, but a sharp break of 40 to 45 
points on the 7th, not only took quota 
tions well below the 13 cent level, but 
et a new lowfor the year. Three days 
later the high crop estimates had forced 
spot cotton below 12'/, and July cotton 
below 12 cents. In the closing week, 
aggressive buying support, plus fear of 
weevil infestation, bolstered the price 
to 12.71, but the month closed with 
spot quotations at 12.54. 
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Supply 
IRON and STEEL 


C\TEEL STATISTICS HAVE been upset 

by strike conditions over the past 
month, which not only curtailed pro- 
duction but changed the geographical 
balance of the industry as consumers 
turned to still operating sections for 
their immediate supplies. For the 
industry as a whole, production was 
77.4% in the first week of June, sag- 
ging to 75% in the closing week—still 
well above the figure of a year ago. 
The pace at Pittsburgh was close to 90, 
while Youngstown was down around 
30. Deliveries slipped somewhat fur- 
ther behind orders than in the earlier 
months, particularly on the heavier 
plates, sheet and shapes. Consumers 
were for the most part adequately sup- 
plied. Scrap was plentiful, and second 
quarter stocks of pig iron are expected 
to last well into the third quarter. 


LUMBER 


e UTPUT OF LUMBER held close to the 
Daigh May records, at 82% of the 
1929 weekly average, with shipments 
running about 4% below production. 
This represents about 15% improve- 
ment over the 1936 figures. 


NAVAL STORES 


\TATISTICS COVERING THE naval 
» stores year 1936-1937 are not re- 
assuring. The total carryover of all 
rosins was 669,231 barrels, down about 
12% from a year ago, but turpentine 
stocks were down only 7,000 barrels to 
223,364. Stocks in the hands of indus- 
trial plants were up 5% on rosin and 
50% on turpentine. Rosin production 
was up 2.4% due to a sharp increase 
in wood rosins, which more than offset 
a 5% decline in gum rosins. Turpen- 
tine production is up 10%. Alto- 
gether, the restriction program has 
failed to correct the lack of balance in 
this market. 


PAPER 


JAPER PRODUCTION EASED off some- 
what in June to a rate of approxi- 
mately 87'/2%, as compared with an 
average of 90!/.% for the first five 
months, but was still substantially 
ahead of 1936. Scarcity of some grades 
of pulp, now diverted to munitions, 
rayon and other industries, kept the 
tonnage from mounting even higher 
for the half year. Newsprint produc- 
tion is at record levels. Paperboard 
production was down to 76% in June 
as compared with 85.6% for the first 
five months. 
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Demand 


bps APPEARS TO BE A _ seasonal 
slowing of demand, and though 
sales were fairly well sustained on 
structurals and heavy items, lighter 
materials were weak and the market 
generally lost some of its earlier buoy- 
ancy. Iron shipments were in better 
volume toward the end of the month. 
Tin plate is apparently headed for ex- 
panding demand during the summer 
and early fall. A keen export demand 
for steel products has continued. 





Fa 


N™ ORDERS HAVE BEEN relatively 
1 light, being considerably below 
production and shipments except in 
the case of Northern hardwoods. 


( YONSUMPTION AND EXPORTS of tur- 

A pentine were higher than in the 
previous crop year, but the increase 
was less than that of production. Do- 
mestic consumption of rosin was down 
3.4%, exports down 17%. Currently 
there is a fair buying interest. Spring 
sales of paints and varnishes were in 
good volume, and a shipment of 15,000 
barrels of rosin to Japan from Jackson- 
ville on June 23rd was the largest ever 
to leave that port 





— HAS BEEN LESS pressing 
during June. This is attributed 
in part to generous coverage in earlier 
months. The seasonal lull will ap- 
parently be less pronounced this year 
than usual. A generally broadening 
demand has been felt, affecting virtu- 
ally all grades, both fine and coarse, 
and reflecting in the requirements for 
wrapping, printing, and_ specialty 
papers, the high tempo of general busi- 
ness. 


Market 


Spe LIST ON IRON AND STEEL prod 
was unchanged during June, w 
the exception of an announcement 

a quantity discount of $3 per ton w 
hereafter be allowed on orders for 
tons of plate, a practice already 
served with respect to other produ 
Scrap prices declined since large quai 
tities of the material are reported 
being undigested by the restricted | 
duction schedule of the primary ind 
try. At mid-month, heavy meltins 
steel was reduced 50 cents a ton to $ 
at Pittsburgh. 


UMBER PRICES EASED general 
L during June. There were 
reductions on Southern pine, showing 
net decline of $1.12 for the month a 
carrying quotations to a level 13% 
low the April peak of $29.23 


FPNURPENTINE PRICES WENT to 
lows for the year during Ju 
Opening the month at 40'/», which 
the low point reached in April, quo 
tions went successively lower to 38 
and were only slightly above that 
at the close of the month. Ro 
however, firmed in June. B grad 
opened around 8.55 and rose stea 
from week to week to 9.27!/,, with 
stantial market strength at the hig 
level. 


even MOVED UPWARD again wit! 
$5 to $10 increase on book 
magazine papers, converting and wa 
ing papers, effective July 1. This do 
not apply to contract prices. It eff 
an adjustment with coated, bond 
envelope papers, which experienced 
corresponding advance in April. § 
phite grades and kraft are strong At 
nouncement of 1938 contract poli 
on newsprint forecasts a further 
crease to $57 per ton for the second |! 
of next year. 
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Supply 


PETROLEUM 


I" IS GETTING COMMONPLACE to re- 
port new all-time-high records of 
crude oil production. Going into June, 
the daily average was at 3,573,700 
barrels. The rate subsided somewhat 
from that peak, but for three of the 
four weeks it was well over 3'/>2 million 
At the end of the month, crude stocks 
were reported as 307,465,000 barrels 
Stocks of petroleum products followed 
the seasonal pattern—gasoline in stor 
age was reduced by about four million 
barrels, while fuel oil stocks rose con 
sistently, though still below the figures 
of 1936 


RUBBER 


FFERINGS FROM THE FAR EAST have 
came such as to indicate no impend- 
ing shortage of supplies. Exports for 
the past three months have been 
below allowable quotas, but there is 
apparently no prospect of further 
restrictions at this time. The meeting 
of the International Committee, sched- 
uled for June 29, was postponed a 
month due to the lack of any ‘“‘im- 
portant business.’”” World stocks of 
crude have been tending upward 
since March, a reversal of the sustained 
decline that started two years ago 
Consumers’ inventories are somewhat 
smaller. 


TIN 


_ STOCKS DECLINED even more 
sharply in June than in May, and 
were down 1,242 tons to 18,156 at the 
close of the month. No change in 
export quotas (110%) is contemplated 
for the third quarter. Actually, pro- 
duction in running about 80% of 
standard and no surplus is being pro- 
duced. 


ZINC 


—— OF SLAB ZINC dropped 184 
\ tons in May, the eighteenth suc- 
cessive month in which the total 
showed a decline, but observers are of 
the opinion that the trend will shortly 
be reversed. The figure of 13,774 tons 
on June 1 represented less than 3 
weeks’ shipments at the current rate 
Spot supplies continued very tight 
Ore production at the close of June was 
at slightly over 8'/, thousand tons 
per week, which was considerably in 
excess of sales and shipments. Stocks 
were up to 24,670 tons 
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1)‘ MAND FOR PETROLEUM products 
was active. Purchases. of fuel 
and gas oils continued in better volume 
than expected. Motor fuel has been in 
excellent demand for nearly four 
months, and consumption has broad- 
ened appreciably during June. Kero 
sene inquiry has also been in excellent 


volume 





at DOMESTIC CONSUMPTION 
-¥E fell below 50,000 tons for the 
first time this year, in June. Consump- 
tion for the first five months amounted 
to 256,620 tons, up 11% from 1936 
Use is still increasing as compared with 
last year, but the rate of increase is 
slowing down. There was some fac 
tory buying on price recessions, but it 
was not urgent and for the most part 
manufacturers were content to remain 
on the sidelines waiting for more 
favorable buying opportunities 


wr CONSUMPTION FOR the first 
four months of 1937 exceeded 
production by 5,000 tons, despite a 
10% increase in output. Currently 
an excellent supply/demand balance is 
being maintained. Tin plate opera 
tions are down from 105 to 90%, with 
large crops in prospect 





( YONSUMPTION OF ZINC FELL off in t! 


A second quarter, due in part to the 
lower rate of the steel industry. Slab 


sales for June were about 13,000 tons 
practically all for prompt delivery 
shipments totalled about 19,000 tons 
Unfilled orders, which amounted 


85,000 tons only two months ago, were 


down to 54,268 at the close of the 
month 


Market 


Bb PRICE STRUCTURE generally 
firmed during June. Pennsylvania 
oil was advanced 15c a barrel early in 
the month. Fuel oil went up 10c a 
barrel. Tank car prices on gasoline 
rose */, of a cent to 7!/2 per gallon, with 
Mid-Continent quotations lagging 
somewhat below the general level. 
Retail prices also strengthened, particu- 
larly in the eastern area. Kerosene 
rose */, of a cent to 6'/s, with the 
South leading the way, and the tend- 
ency was strongly upward at the turn 


of the month 


R' BBER PRICES FLUCTUATED rather 

widely in June. The spot quota- 
tion dropped sharply from 20!/. to 
18 cents in the first ten days, subse- 
quently recovering about half of the 
loss. In the closing week there was 
another wide swing—down on the 
higher estimate of Malayan shipments 
for June, up on the May census, which 
was only slightly above April. Net 
loss for the month about */, of a cent. 
Factories are on record as considering 
a price range of 16 to 18 cents as 
equitable to growers and manufacturers 
and are unwilling to do any quantity 
buying at current levels 


TT PRICES WERE STEADIER and less 
spectacular than for many months 
past, the range being from 55!/, to 
56'/, cents. A fair volume of buying 
was recorded at the lower figure. At 
the close of the month the tendency 
was upward and firm. The July 1 


market was 56°/s 


_— PRICES HELD FIRM at the 6?/, 
4 cent level throughout the month of 
June, despite several influences which 
might have been expected to depress 
the market. The European price was 
distinctly weak; the statistical posi- 
tion far less strained than in recent 
months though spot supplies are still 
scarce and purchases exceptionally 
light Producers are keeping the 
market in reasonable equilibrium and 
are apparently in control of the situa- 


tion 
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“Nobody can tell me 
neta ecie ony becelemas!” 


Quite right, Mr. P. A. But wouldn't it be 
helpful to know how others are running 
THEIR business—how they handle the many 
problems of buying under the exacting 
conditions of today—what are their answers 
to questions of policy and method? 


No purchasing man will wish to miss 2 
single one of these important studies. Ana 
the only way for you to get them all, regu- 
larly, is to send in your subscription order 
now. Only ONE DOLLAR for twelve valu- 
able and helpful issues. Fill in the coupon 














That's the purpose of an important new below and mail it today. 


series of articles starting in this issue of 
PURCHASING—case studies of representa- 
tive purchasing departments in many fields. 
You'll be interested in the outline of Worth- 
ington Pump & Machinery Corporation pro- 
cedure that appears on the following pages. 
But that is only No. 1 in a series that will 
grow increasingly valuable as additional 
studies are presented for your consideration 
and comparison month after month. 





To NEW SUBSCRIBERS ONLY: Did 
you receive a copy of our June issue, 
containing the complete report of the 
N.A.P.A. Convention in PITTSBURGH? 
A limited number of copies are still 
available, and will be sent without 
extra charge if you check the box at 
the foot of the coupon. 











You'll never spend a dollar more wisely 
than by signing and mailing the coupon below 
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How WORTHINGTON BUYS 





NO. 1 


in a series of case studies 
outlining the actual organiza- 
tion and procedure in repre- 
sentative purchasing depart- 
ments. 











_ WORTHINGTON PUMP AND 
MACHINERY CORPORATION, with 
headquarters at Harrison, N. J., 
manufactures a line of heavy ma- 
chinery including compressors, con- 
densers, contractors’ air tools, diesel 
engines, feedwater heaters, gas en- 
gines, liquid meters, multi-V drives, 
pumps, refrigeration and air con- 
ditioning equipment, rock drilling 
equipment, steam-jet ejectors, and 
steam turbines. Some of these 
items are manufactured to stock. 
A greater number are made to spe- 
cial order, and erection or installa- 
tion is frequently included in the 
sale. 

In addition to the main plant at 
Harrison, where the general pur- 
chasing department is located, there 
are works at Buffalo and Wellsville, 
N. Y., Holyoke, Mass., and Newark, 
N. J. 

Prior to 1932, the general pur- 
chasing office was in New York 
City, and the Harrison works had 
its own branch purchasing office 
much on the order of those now 
maintained at the other plants. 
In that year, however, the general 
office was moved to Harrison and 
organized to operate both as a gen- 
eral purchasing department and 
for the Harrison works, a proper 
allocation of expense being made 
to account for this dual function. 


Organization 


The department is headed by a 
General Purchasing Agent, who 
reports directly to the president 
and who is the point of contact with 
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A manufacturing organization 


operating four branch plants 


with central purchasing control 


sales, operating and financial di- 
visions of the company by means 
of a committee system described 
below. The General Purchasing 
Agent does the buying for the 
company’s extensive construction 
projects and also buys all types of 
insurance on the recommendation 
of an insurance expert in the finan- 
cial department. He is respon- 
sible for matters of purchasing pol- 
icy and for general supervision of 
the departmental operation at all 
the works. 

The staff at Harrison includes 

(1) An Assistant General Pur- 
chasing Agent, who buys the coal, 
oil, lumber, pig iron, copper and 
other metals, electrical and mechani- 
cal equipment, for all plants. The 
clerical force is also subject to his 
direction through his secretary. 

(2) A Purchasing Agent for sta- 
tionery and printing, office supplies, 
and furniture, serving the entire 
organization, including not only 
the various works, but also the 
sales offices wherever located. 
Through a_ storekeeper, he also 
supervises the stocks of these sup- 
plies, which are known as ‘“‘Asso- 
ciated Shop Stores.’ This is the 
only stockroom which comes di- 
rectly within the province of the 
purchasing department, as material 
stores and finished stocks are sepa- 
rately handled. 

(3) <A Purchasing Agent for sup- 
plies at the Harrison works and 
at the nearby Newark plant of the 
Worthington-Gamon Meter Co. He 
is also in charge of making open 
contracts for materials upon which 
the local purchasing agents at other 
works may draw as_ required. 
About three hundred such contracts 
are in force, and copies are on file 


at all purchasing offices. 
ing to him is the buyer for the Car 
bondale Division, also located at 
Harrison, which handles refrigera 
tion and air conditioning equip 
ment. 

(4) An expediter, charged wit! 
follow-up for delivery of all mat 
rials on order, a highly importa 
responsibility as the smooth opera 
tion of the manufacturing divisio! 
depends on the receipt of necessary 
materials as scheduled, and effi 
cient installation also requires wes 
coordinated deliveries to destinati 

These four key executives repo! 
directly to the General Purchasins 
Agent. At both the Buffalo a: 
Harrison plants, a consulting ele 
trical engineer works in conjuncti: 
with the purchasing staff on special 
problems, specifications and tests 
of electrical equipment which is pu! 
chased for attachment to variou 
items of manufactured equipm¢ 


Branch Offices 


Rept rt 


The typical purchasing organi 
tion at the branch works consists 
a Local Purchasing Agent, one o1 
more assistants, an invoice clerk 
and the necessary clerical personne! 
(Checking of invoices at the Harri 
son works comes under the account 
ing department—a holdover from 
earlier procedure—though the 
checking clerk’s desk is actually 
located with the purchasing cd 
partment personnel.) 

The Local Purchasing Agent 
buy directly such materials as fors 
ings, castings, bar stock, etc., as ar 
required at their respective works 
They also issue orders against th 
contracts negotiated by the general 
office. The purchase of some spe 


r 


cial materials which are closel 
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General 
Purchasing Agent 
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1 
L | = , | Miss Helen Allan 
. . 
C. Be Wacker G. F. Guldner E. W. Macl ougall Secretary 
Stationery Contracts Expediting 
Supplies Jj 
Harrison Works Tt 
Supplies | Stenographic 
| Staff 
Worthington-—Gamon [ =. Sa) 
Store’:eeper } 
aay tee permitted to buy motors and simi 
| Shop Stores T. H. Masters OR er a 
| lar accessories on the customer s 
Carbondale Div. preference, from the local stores of 
Refrigeration & the electrical manufacturers. Most 
Air Conditioning f these arrangements are made 
| under a contract previously nego 
[ ] | tiated at the general office. 
General control over all these 
E. E. Foote C. R. Collins R. A. Hawley operations is maintained by means 
of a ‘Purchase Procedure Book’ 
Local Pur. Agt. Local Pur. Agt. Pur. Agt. oe a 
Holyoke teabe Buffalo Works Moore Steam Turbine Co. which is essentially a loose leaf typ« 
W > 2 ae : 
satan of manual containing instructions 


























associated with the products of a 
particular plant is delegated to the 
local purchasing department, and 
the Harrison works as well as other 
branches draw on these supplies. 
For example, V-belts are all bought 
through the Buffalo office, since the 
sheaves are manufactured at the 
Buffalo works. The Local Purchas 
ing Agents report directly to the 
General Purchasing Agent, and 
copies of all orders issued are sent 
daily to the general office. 

Items of machinery and other 
capital equipment, for which a 
special appropriation is required, 
call for a slightly different proced- 
ure. The Local Purchasing Agent 
secures bids and makes his recom- 
mendation to the General Pur- 
chasing Agent. If the latter ap- 
proves of the purchase, it is referred 
to the company’s executive com- 
mittee, or to the board, depending 
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on the size of the request, and the 
appropriate action is taken with re 
gard to making funds available. 
The exception to this general set 
up for the branch offices is the 
Worthington-Gamon Meter Co., a 
relatively 
at nearby Newark. 


small division located 
Purchases for 
this plant are handled by (3) at the 


Harrison works, telephone or mes 


senger communication with the 
chief clerk at Newark being a simple 
matter. 


There are also two types of special 
purchases. A special form is pro 
vided for emergency purchases in 
the field, by authorized representa 
tives of the Service & Erection De 
partment under special instructions, 
a copy of which is reproduced here 
The West Coast offices, at 
Los Angeles, 
Seattle, 
items are held on consignment, are 


with. 


San Francisco and 


where stocks of regular 


for standard methods to be observed. 
Each “Pro 


cedure complete 


sheet is identified as 
No. The 
manual is furnished to all those in 
the who have 


organization occa 


sion to use it, and is kept up to date 
by the issuance of additional sheets 


as required. 


Personnel 


Carleton Reynell, General Pur 


chasing Agent, came to Worth 
ington in that capacity in 1930. A 
graduate Civil Engineer from Cornell 


(07) with additional 


training in electrical and gas en 


University 


gineering, business and finance, as 
well as practical plant experience, 
he has been in purchasing work ever 
since the war, first as purchasing 
agent for the American Sugar Re 
fining Co., and then as purchase 
engineer for McClellan & Junkers 
field 


tion 


, the engineering and construc 
of North 
He is an active member 


division American 


Utilities. 
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of A.S.M.E., and heads a committee 
of that organization devoted to the 
engineering principles of purchasing. 

The majority of his chief asso- 
ciates are also technically trained. 
Frederic W. Thomas, Assistant 
General Purchasing Agent, was 
graduated from Stevens (’23) as a 
Mechanical Engineer, and has been 
associated with the Electric Bond & 
Share Co., and the Bartlett Hay- 
ward Division of Koppers Co., in 
purchasing and sales respectively. 
His assistant, William P. Durland, 
is also a Stevens (’30) graduate, and 
was previously with the Bell system. 

George F. Guldner, Purchasing 
Agent at Harrison Works, is a 
graduate of Coleman Business Col- 
lege and the Newark Technical 
School, and has had a wide experi- 
ence in the traffic and stores divi- 
sions of the Worthington Organiza- 
tion. 

Eric W. MacDougall, in charge 
of expediting, holds a degree in 
Mechanical Engineering from Cor- 
nell (’06) and was formerly with 
W. R. Grace & Co., and the Ameri- 
can Locomotive Works. 

C. Reid Collins, Purchasing Agent 
for the Buffalo works, is trained in 
electrical and mechanical engineer- 
ing, and served in the planning, es- 
timating and engineering depart- 
ments before coming into the pur- 
chasing work. 

Eugene E. Foote, who recently 
resumed his duties as Local Pur- 
chasing Agent at Holyoke with 
the recent reopening of that plant, 
has been expediter at the Harrison 
works and Assistant Purchasing 
Agent at Buffalo. 

R. A. Hawley, Purchasing Agent 
of the Moore Steam Turbine Divi- 
sion, located at Wellsville, N. Y., 
also served in the production and 
manufacturing departments of the 
company prior to its amalgamation 
with the Worthington organization. 

The close coordination of all de- 
partments is further shown by the 
fact that A. C. Ross, formerly As- 
sistant General Purchasing Agent 
is now assistant works manager at 
Buffalo. 

The two electrical engineering 
consultants mentioned above were 
drawn from the staff of General 
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Electric Company and Westing- 
house respectively, assuring com- 
plete familiarity with the products 
of two principal suppliers. 

It has also been the policy of the 
purchasing officials to take an ac- 
tive part in the work of the Na- 
tional Association of Purchasing 
Agents. Mr. Reynell has just com- 
pleted a term as national director 
of the New York chapter, and has 
been a consistent worker on both 
local and national committees. 
Ross is a former vice president of 
the National Association, and both 
he and Foote are past presidents of 
the Western Massachusetts Associa- 
tion. Reid Collins has been promi- 
nent on the of the 
Buffalo group. 


directorate 


Committee Organization 


Constant close contact between 
departments is maintained by a 
very complete committee organi- 
zation. There is a committee for 
each of the several product groups, 
on which the General Purchasing 
Agent sits along with the comp- 
troller, the chief of the Application 
Division, and the chief engineer 
and sales manager for that product. 
In this way each of the key depart- 
ments is kept up to date on develop- 
ments of design and policy, and 
has a voice in shaping these develop- 
ments along the most advanta- 
geous lines. 

Specifications are also handled 
by a committee which includes the 
consulting engineer, metallurgist 
and General Purchasing Agent. 
Frequently the specifications fol- 
low recognized standards such as 
those of SAE, but with the addition 
of whatever special features, toler- 
ances or markings as may be neces- 
sary to fit in with Worthington 
requirements and procedure. Be- 
fore a specification is finally adopted 
it is the custom of the General Pur- 
chasing Agent to check all com- 
mercial factors with his suppliers to 
make sure that the specification is 
practicable and that the material 
will be readily available. 

There is a Cost and Profit Com- 
mittee, which constantly checks 
against the record of all items in 


the line. A production meeting 
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Carleton Reynell 
General Purchasing Agent 


is held every day, attended by som« 
representative of the purchasin 
department, at which manufactu 
ing schedules are reviewed, notin; 
progress and giving first-hand data 
on the flow of materials into p: 
duction. 

The problem of reciprocity is als 
handled in committee, where eac! 
request or case is decided on its ow 
merits by the General Purchasin; 
Agent and the sales manager 
complete record of purchases 
vendors is maintained in the pu 
chasing department as the factua 
basis for arriving at a reasonab 
decision. So far as general policy 
is concerned, it is expressed 
in the statement, “Other considera 
tions being equal, we buy from 
friends.” 


Some General Policies 


Sales representatives are welcom¢ 
at Worthington offices, and ther 
is no rigid restriction of hours. ‘T! 
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average number of callers at Harri- 
son ranges from thirty to sixty per 
day—a reasonable number, when 
measured by the annual purchases 
of approximately ten million dollars. 
An experienced receptionist, know- 
ing the caller’s company and prod- 
uct, can generally direct the new- 
comer to the proper buyer. In any 
special cases, he is received by the 
General Purchasing Agent and re- 
ferred to the appropriate office. 
If it is desirable for him to inter- 
view plant officials, he is promptly 
referred to the proper department, 
through the purchasing office. 

The experience files of the com- 
pany genera'y provide sufficient 
information for an intelligent evalua- 
tion of a proposal, and this deter- 
mination is made in a thoroughly 
scientific fashion, with regard to 
value and ultimate cost rather than 
initial price. In a recent address 
before the Society of Industrial 
Engineers, Mr. Reynell expressed 
this principle by stating, “With 
most supplies, the price we pay for 
them is not the measure of cost.”’ 
On drill steel, it’s the number of 
holes per dollar. On paint, it’s the 
cost of coverage per gallon and 
durability. On machine equipment 
an engineering formula has been 
worked out on the basis of efficiency, 
including fixed charges, interest and 
depreciation. A similar computa- 


tion precedes the determination as 
to whether a part is to be manu- 
factured or bought, with the deci- 
sion to purchase in a surprising 
number of cases. 

When new materials or methods 
are proposed, which offer measur- 
able savings, subject to plant tests, 
the estimated annual saving is first 
balanced against the cost of a test, 
the obsolescence of present equip- 
ment, and the like. The testing 
division comes under the produc- 
tion department. By making such 
a preliminary comparison, the com- 
pany is kept apprised of new de- 
velopments and is in a position to 
profit by them, but without en- 
tailing the expense and confusion 
of constant miscellaneous trials and 
without sacrificing ultimate effi- 
ciency on the balance sheet. A 
saving of $100 per year by chang- 
ing an operation sounds attractive, 
but not if it involves a $500 test, 
plus the probability that both the 
old and new methods and the prod- 
uct involved may all be obsolete 
before the end of a five year period. 

A comparable problem is raised 
in bidding on installations where the 
customer’s specification is placed 
on an evaluated basis, a price bonus 
being permissible for more efficient 
equipment. Under such circum- 
stances the purchasing department 
is called into consultation with en- 
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This form initiates the purchasing procedure 


gineers and the Application Divi- 
sion to determine what would con- 
stitute the most effective offer. 

An interesting sidelight on chang- 
ing conditions and the increasing 
importance of purchasing is pro- 
vided by the fact that six years ago 
purchases represented approxi- 
mately 37 cents of the sales dollar. 
Today that figure has risen to 57 
cents. There are various contri- 
buting factors to account for this 
change—among them the gradual 
decrease of foundry operation, the 
trend toward more fabrication and 
less manufacturing, and _ higher 
speeds and more rigid service re- 
quirements which involve the in- 
creasing use of relatively expensive 
alloys. 


Requisitions 


The requisition for materials may 
originate from any of four sources. 

Requisitions for stationery, print- 
ing and office equipment at all 
branch works and offices originate 
with the office manager, and the 
purchase and issuance of such sup- 
plies is handled by the purchasing 
agent (2) at Harrison. 

Requisitions for plant and main- 
tenance equipment originate with 
departmental foremen and super- 
intendents, and require the approval 
of the general superintendent if the 
amount involved is considerable. 
The special case of machine tools 
and capital equipment has been 
noted earlier. 

Requisitions from the stores de- 
partment are submitted in dupli- 
cate. Information on these stock 
items is kept on perpetual inven- 
tory stock ledger cards, which in- 
clude a designation of maximum 
and minimum quantities, the latter 
constituting the normal ordering 
point. Quantities on requisition 
are, however, subject to review by 
the purchasing agent and can be 
altered in consideration of market 
conditions or quantity discounts. 
The danger of losses through ob- 
solescence is minimized by having 
the engineering department note 
on the stock ledger cards any pos- 
sibilities of design changes or dis- 
continuance. 

The most important type of requi- 
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G. F. Guldner 


Purchasing Agent 


Harrison Works 
sition is the “Bill of Purchased 
Material.’’ This originates in the 
Application Division as soon as 
an order is received and the com- 
plete bill of materials is drawn off in 
the engineering department of that 
division. Stock items are requi- 
sitioned directly from stores, and 
items to be purchased are submitted 
to the purchasing department on 
the form illustrated, accompanied 
by complete specifications and de- 
livery requirements—a duplicate 
being sent to production and plan- 
ning departments. The “Bill of 
Purchased Materials’? may include 
many different items. 


Purchase Procedure 


The bill of materials for each com- 
plete job is assigned a number, 
which identifies the job not only 
in the purchasing department but 
throughout the shop manufacturing 
operation and installation. An al- 
phabetical code is used to prefix 
these numbers indicating the type 
of order and the particular plant. 
A series of alphabetical suffixes is 
used to identify each individual item 
of purchase, and may run _ twice 
through the alphabet if necessary, 
all being coordinated by the basic 
numerical designation. 

The actual purchase procedure 
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follows the well-recognized _prin- 
ciples of buying. Some items may 
be ordered against existing con- 
tracts. Others may require the 
securing of bids prior to selecting a 
vendor and issuing the order. 

The purchase order itself is a 
six part form, plus three copies on 
plain white light-weight sheets for 
follow-up and classification pur- 
poses. The six printed copies are 
distinguished by and are 
also numbered from 1 to 6, and the 
routing of each copy is noted in a 
marginal line. The serial order 
number is not entered until the 
order is written, and is assigned in 
accordance with the working system 
earlier described. 


color, 


The original (white) and copy 
2 (pink) are sent to the vendor. 
The first of these is retained by the 
vendor. The second is returned 
to Worthington as an acknowledg- 
ment. It includes a notice of ac- 
ceptance to be signed by the vendor 
and a space for delivery promise: 
“Will ship on or before Both 
of these copies carry a statement of 
general conditions on the back of 
the sheet. 

Copy 3 (yellow) is the purchasing 
department record copy, and is used 
as a work sheet to note the progress 
of the order. A block at the foot 
of the page gives space for entering, 
by individual items, the date and 
amount of invoice, the date when 
material is received, and the car 
initial and number; also date of 
follow-up and delivery promise. 

Copies 4 (green), 5 (salmon), 
and 6 (blue) are the receiving re- 
ports, routed respectively to the 
accounting, receiving, and shop or 
stores departments. These copies 
have a form at the foot of the page 
for entering the receiving record. 
For partial shipments these spaces 
are headed: Date; Rec. Report No.; 
Quantity; and Item. For the com- 
plete shipment the data includes: 
Received from; Date; No. of Pack- 
ages; R. R. Weight; Frt. Bill Pro. 
No.; Charges; and Shortages or 
Damages; also space for the signa- 
ture of the Receiving Clerk and the 
Shop or Stores Clerk. 

Upwards of two hundred orders 
a day are issued at the Harrison 


F. W. Thomas 


Assistant General Pur. A 


‘ 
i 


Harrison 


works alone, and the total for t! 





entire organization runs to mot 


than double that figure. Many 
these orders are of course issu 
against 
others, 


existing 
covering 


contracts, a 
recurrent Stor 
items, are of a somewhat routi 
nature. 
always show the order number 

the previous purchase of th 
item, so that reference will quick 
show the name of the last vend 


and the price paid.) The num 


ber of orders issued, 
is not a true measure of the volu 
of negotiations and other purcha 


ing activity. Purchases for sto 


to be furnished from one of th 
other plants, as for example a pu! 


(Requisitions from stor 


therefor 


chase of belts and sheaves from t!] 


Buffalo works for the stores 

Harrison, are handled by requi 
tions which follow in general 

course of an order to an outs 
vendor. 


There is one other type of orde 
of major importance in this con 


pany—the Service Contract cove! 


ing such services as haulage 


rigging in the erection of equipment 


Follow-Up 


In addition to the six order co; 
ies described above, there are thr: 
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additional carbon copies on plain 
light-weight paper. Two of these 
go to the tracing department. One 
copy is numerically filed, in a binder 
which serves as the working record. 
The other is dated as to required 
time of delivery and placed in a 
tickler file to come up for attention 
at the appropriate time for follow- 
up. There is no arbitrary period 
assigned for delivery. The follow- 
up date is the result of many fac- 
tors—the date when the material 
will be needed, time required for 
manufacture by the vendor, the 
geographical location of vendor and 
delivery point, the vendor’s repu- 
tation for promptness and reliabil- 
ity as borne out by Worthington’s 
own experience records, and general 
conditions of industry and trans- 
portation which may indicate the 
advisability of more energetic ac- 
tion than usual. 

For purposes of record in the 
event of delay, the dates on which 
necessary tools, patterns, parts or 
drawings are sent to a supplier for 
special items, are noted on the 
tracing copy of the order, thus fur- 
nishing the answer to a frequent 
alibi for non-delivery. 

The tracing record is systemati- 
cally checked each morning, and 





E. E. Foote 
Purchasing Agent, Holyoke 
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The purchase order is a complete working document 


every cooperation is extended to 
make this important function as 
effective as possible. Invoices go 
first to the tracing department 
for their information as to ship 
ments. The department also keeps 
a record of the incoming mail re 
garding outstanding 
passes along pertinent information 
to the production division. 

The production department as 
sists by listing contract orders due 
for early shipment, noting items of 
material which must be disbursed 
to such contracts, together with 
dates on which the material should 
be in the plant, which assists in 
concentrating the follow-up efforts 
on the most important items. 

As the copy in the tickler file 
comes up, it is first checked against 
the working copy and the receiv 
ing record. If shipment has not 
been made, the- necessary effort to 
expedite delivery is instituted and 
the follow-up date is advanced so 
that a second tracer will be sent in 
due course as required, by wire, 
letter, phone, or post-card form. 

A practice which has been found 
helpful in this connection is to in- 
dicate the receipt of an item by 


orders and 


drawing a vertical colored line on 
the right hand edge of the tracing 
copy, opposite the item which is 
completed and requires no further 
attention. By this method the 
open items are easily seen when 
going through the record. ‘The sys 
tem is not automatic, but it is highly 
visual, and is both a time-saver and 


a good signalling device. 
Receiving 


In coordination with the rest 
of the materials system, under which 
a single number identifies the order, 
the job, and all materials pertaining 
to it, 
all packages and shipping papers 


vendors are asked to mark 


plainly with the order number 
against which they apply, so that 
they may be properly identified in 
the receiving department. Copy 
5 of the purchase order, being fur 
nished to the receiving department, 
gives all the essential information 
regarding shipments that are ex- 
pected. 

A receiving report is made up 
in duplicate, showing in detail the 
material received, and the date; 
name of vendor, and order number; 
whether partial or complete; how 
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shipped, whether prepaid or col- 
lect, and the amount of charges. 
The original of this report goes 
to the purchasing department and 
is also used by the traffic depart- 
ment in allocating freight charges. 
One copy goes to the production 
department, and the third is kept 
in the receiving department. The 
reports are serially numbered for 
cross-reference purposes. 

One inspector devotes his entire 
time to purchased material, this 
work being supplemented by that 
of other inspectors as the job pro- 
gresses through the shop. Dis- 
crepancies and deficiencies are re- 
ported to the purchasing depart- 
ment on an appropriate form, a 
copy being retained by the receiving 
department. 


Records 


Unfilled orders are filed numeri- 
cally, and to this file come the re- 
ceiving reports and invoices to be 
checked before the invoice is passed. 

The completed order file, also 
numerically arranged, is a complete 
record of the transaction, including 
correspondence and data. To this 
end, every letter carries a subject 
reference, so that it may be properly 
filed with respect to the particular 
transaction involved. This pur- 
chasing record ties in with the 
records from other departments 
concerning the same contract, in 
central files. To make this plan 
most effective, and most useful in 
reference, it has been the practice 
to confine each purchase order to 
one class of material and one con- 
tract. While this entails some ex- 
tra typing and a larger number of 
orders, it has been found the most 
satisfactory plan. 

The basic record of purchases is 
somewhat unusual. A ‘‘Classifi- 
cation File’? has been compiled, in 
which every type of purchased ma- 
terial is identified by a code num- 
ber. The preparation of this file 
was a major project, requiring 
several months for completion, and 
close coordination of the experience 
and requirements of the purchasing 
departments at all plants. Blocks 
of numbers were reserved for each 
general class of materials, and the 
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R. A. Hawley 


Purchasing Agent 
Wellsville 


materials were itemized so as to per- 
mit specific reference without go- 
ing into too great minutiae of de- 
tail. The index to these numbers 
is kept in a loose leaf book, alpha- 
betically arranged with the neces- 
sary cross entries (e.g.—Castings, 
Steel and Steel Castings) to make it 
thoroughly understandable and easy 
of reference. Each vendor is also 
assigned a code number, and these 
are also indexed alphabetically. 

The purchase record is kept on 
punch cards which are made up 
from the third light-weight carbon 
copy of the order. They show 
the order number (which also iden- 
tifies the works and the job), the 
vendor, the material classification, 
the unit of purchase (e.g.—feet, 
pounds, dozens, etc.), and the 
amount of the purchase. Unit prices 
are not recorded except on special 
manufactured items. 

These cards can be run through a 
tabulating machine quickly to get 
a complete picture of the transac- 
tions under any material group, any 
particular vendor, any of the in- 





C. R. Collins 


Purchasing Agent 


Buffalo 


dividual works, etc., and to direct 
the reference to any single order 
the files. The flexibility and 
utility of the plan, and the rea 
saving in clerical entries, is obviou 
to any purchasing executive hand 
ling a considerable volume of pu 
chase orders. 

Periodically a summary of all 
transactions over a stated period 
of time is drawn off, and the 
sulting sheets provide a record whi: 
is both compact and detailed, and 
lends itself particularly to a visuali 
zation of trends in volume and 
price, of adherence to budgete 
plans, and the like, that would othe 
wise require a prohibitive amount 
clerical reference, copying, and cor 
putation. 

As stated above, the installati 
of this system was a long and « 
acting task, but the results ha 
more than justified the effort a 
expense involved. 


Scrap and Surplus 


Disposal of scrap and surplus ma 
terials is a function of the purcha 
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ing department, and appropriate 
are made cover- 
ing the details of each sale. The 
is somewhat simplified by 
the use of annual contracts where- 
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FIELD PURCHASE ORDER No_E 
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IMPORTANT wi rk 
TH TK. GIVE PURCHASE ORDER NUMBER ON ALL PAPERS RELATING TO THIS ORDER. 


Send INVOICE IN DUPLICATE with BILL OF LADINGIN OUPLICATE to 


works 
| 
annie ts 





WORKS 
~The A“ Seereress Invoices subject to Cash Discount ere seid on 10th and 25th of each month. ° 4 
ec 7" i> Prater 0 tanatons on the Ghnstee tavetes Pom ever practicable, calling for the 
INSTRUCTIONS TO REPRESENTATIVE MAKING sale of various grades of scrap as 
PURCHASE accumulated, contract prices having 
a definite relation, agreed upon in 
1—The authority of representatives in the field to make purchases ‘ ae. — - 3 : Z 
is Wenited to emergencies only. When possible, and time amieaann advance, to the published prices In 
permitting, requests should be made to the works for material, Sriewy . ‘ 
tools, and supplies instead of making local purchases. relial le al id rece nized trade pub 
2—This order form shall be used wherever practical for all Works Orger No | : . 
purchases made in the field. Se sane —_ ications. 


LIST PRICE wer 

3— Order consists of four copies and shall be executed as follows: i 
(a) Original (white) to vendor. 
b) Second and Third copies (buff and pink) are works copies 
and shall be forwarded immediately to Works represented 
so that same will be on file before vendor's bill is received. 
THIS IS IMPORTANT 
(c) Fourth copy (blue 
record. 


is retained in order book for field 


it Left: The Field Purchase 
Order takes care of emergency 
requirements during an instal- 
lation without the formality of 
the regular procedure. 


4—Orders are numbered consecutively in upper right hand corner. 7 - 
When making out purchase order put the letter corresponding 
to your works designation in the space provided before the 
letter “E” of the order number. 
LETTERS DESIGNATING WORKS 
+-=CrrcnnatYorks- 
S —Buftalo Works. 
D —Holydke Works. 
W—Harrison Works. ———| 
The number of an order issued by the Erection Depart- 
DE 1245 


Example: 
ment of the Holyoke Works 


Lower Left: When the Purchas- 
5—Use ot these forms will enable you to obtain best discounts, ing Depart ment is asked to gel 


makes a permanent field and Office record and will avoid con- 


fusion and delay in checking and passing invoices for payment 


6—Only transact business with reputable concerns and whenever 
possible, with such vendors with whom we hold purchase 
agreements. 







figures, the complete perform- 
ance requirements and other 
factors of the project are placed 
before them. 


7—Purchase conservatively at best prices procurable |-—-————_——_- — 








8—Prices for each item purchased should be shown on order 
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SERVICE & ERECTION DEPT 





(9—Be careful to obtain, whenever possible, cash discounts for 


prompt payment ot invoices. Invoices must be approved and 


returned promptly in order that full advantage of such cash 


Below: A standard form of con- 










a a 
discounts may be taken. tract for haulage and rigging 
10--Cash purchases should be held to a minimum has been developed to cover 


11—When possible, obtain bill immediately, mark it approved with 


these necessary field services. 
your initials and send it to works office with pink copy of order . 
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Spec. No. “e coed A ae a To transport ss he apparatus describ = from 
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EQUIPMENT oundation te 
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the apparatus described below 

















all labor re 


4 quired for such transportation and erection 
to comply with all Government and Insurance laws. 


ats to bis employees and for all damages to persons or to 
1 directly of indarectly, by his employees while engaged 
s the Company from and against any and all such 

4 urnish to the Company proper certificates, showing 
empensation and public hability 

* any part of this contract without the written consent 
place any part of premises damaged of disturbed by hu 





* contract {ree from all liens or right to lien within 
grees that the work shall be done in the sequence required 


ne Compan 
of completing the work under thus contract. and may em 
the Contrac The Contractor agrees to give a bond covering faithful 


by the engineer of the 
and diligence, of in a 


tools, materials and 








tory cerlormance of this contract by the Contractor, the Company agrees to pay the 




















9 In consideration 
he sum Dollars 
dave aft sce and acceptance of the work by the engineer of the Company, less deduction for any loss, 
> ote ar € tractor may be liable. I red, the Contractor agrees to furnish, before payment, 
Obtain C a the ent or labor or 1 bt be made the basis of a lien 





ork of material uniess same shall have been 





tied to no payment for er 








done or fm 
Greatest Consideration will be given Price Performance Guarantee ompany designating mech work or materials as extra and the amount to be paid therefor 
w lm) Sh nee nied he Company for allowance within ten (10) days after the close of the cal 
eight n Shipment fone or furaished 
1). Of the Compeny shal an engineer to superintend the work above specified, it is definitely understood that the 
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New Blood in 
Purchasing 


Cc. E. PANZICA 


Premier Metal Etching Co: 
New York 


One of the busiest and most active 
groups of young men in purchasing 
is the recently formed Metropolitan 
Purchasers’ Assistants Club, of 
New York. With a membership 
composed of junior executives and 
assistants, it is the purpose of the 
organization to promote purchasing 
as a profession and to improve indi- 
vidual knowledge and performance 
among its members, along much the 
same lines that N.A.P.A. is following 
among the senior executives. 

Already favorable reaction, com- 
ments and inquiries have been re- 
ceived from various parts of the 
country. While lacking somewhat 
in experience, it has that very desir- 
able attribute of young and active 
blood, motivated by a serious pur- 
pose. These men, while working 
under the supervision of senior pur- 
chasing agents, represent much 
actual purchasing authority, and 
more important—the buying author- 
ity of the future. 

Educational programs, plant 
visits, films, and talks by various 
officers of the National Association 
on purchasing topics, have already 
been included at their meetings to 
date. Their program committee is 
working months in advance to keep 
the meetings varied, interesting, and 
helpful. The membership commit- 
tee, assisted by all members, has 
achieved excellent results, as shown 
by the fact that the club’s member- 
ship has more than doubled in the 
past three months. 

While not affiliated with the 
N.A.P.A. or the New York Associa- 
tion, both of these organizations 
are encouraging and guiding the 
younger group, who some day will 
succeed to their places in the pur- 
chasing profession. This is now one 
of the few junior organizations of its 
kind in the country, but since its 
purpose is basically sound and its 
program well conceived, it may well 
lead to a wider extension of the idea. 
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ANGE WORLD 
R CONTROL 


Science is dictator in the ama 
ing world behind the Nekoo 
watermark. And control is the first and foremost law. Aspects o! 
Nekoosa control cover such big things as a man-made lake thirtee 
miles around that delivers twenty-eight million gallons of pure wate! 
daily, and a huge forest of trees pre-selected for their superior fib: 
characteristics. From remaking nature on so gigantic a scale, Nekoo: 
control extends all the way to the microscopic examination of 
single paper fibre. And in between, a host of men, materials, a: 
machines is rigorously controlled for the single purpose of deliverin, 
scientifically-planned papers to you at prices permitting real eco! 
omy. More than that, every Nekoosa paper—NEKOOSA BON]! 
NEKOOSA MIMEO BOND, and NEKOOSA LEDGER—is pre-test 
before it leaves the mill to make sure it will meet every requirement 
of modern business. To tell you the fascinating story of this con 
trolled world of paper, a novel word-and-picture book has been 
created, “The World Behind a Watermark.” It will take you on 
fascinating behind-the-scenes journey, and give you reasons aplenty 
for standardizing on Nekoosa Pre-Tested Business Papers and th 
matching envelopes which are available in commercial sizes. For 
free copy, mail coupon below. Attach it to your business letterhea 


NEKO U SA PRE-TESTED BUSINESS PAPERS 


made by The Nekoosa-Edwards Paper Company, Port Edwards, Wisconsin 
Specify..NEKOOSA BOND e NEKOOSA MIMEO BOND e NEKOOSA LEDGER 


Tell your secretary to attach this coupon to your business letterhead 


ee iC $C SS eee 
Gentlemen: Send me a copy of ‘THE WORLD BEHIND A WATERMARK.” 


NAME> 





ADDRESS Purch 
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F. 0. B. 


(Filosofy of Buying) 


LBERT HUBBARD ’S classic characterization of 

“the typical purchasing agent’ has lived on—not 
because of its wit, which is but a particularly fluent 
example of the childish habit of calling names, nor 
because of its truth, for it is almost grotesquely mis- 
representative—but primarily because there has been 
nothing else to take its place. Perhaps the successor 
will be found in 7zme’s June 7th report of the N.A.P.A. 
convention. 7ime expresses itself in a studied smart- 
ness that is widely imitated but is still unique. And 
that smartness is not permitted to obscure essential 
accuracy or a viewpoint that is deliberately irreverent 
to traditional opinion. Says Time: ‘‘As individuals, 
purchasing agents seldom make news. In the corporate 
hierarchy they are usually obscured by the dazzle of the 
sales department, the impressive spectacle of produc- 
tion, even by the methodical researchers. Only at 
Christmas does the purchasing agent come into his own. 
Then he is showered with gifts (usually returned) from 
the host of salesmen who want to keep or gain his 
favor. ... U.S. purchasing agents buy as much as 
$20,000,000,000 worth of goods per year, much of it 
months in advance, and their opinions of prices, values 
and trends are never lightly taken. Hard-boiled 
realists, the terror of high-pressure salesmen, immune 
to all except factual advertising, good purchasing 
agents spend their lives in the future. One error in 
purchasing judgment may mean to a corporation the 
difference between profit and loss.”’ 


Curious Cuthbert, no authority on women’s 
wear style factors, wonders whether the cur- 
rent vogue for mesh fabrics, toeless and heelless 
shoes, backless dresses, fingerless gloves and 
crownless hats indicates that the clothing in- 
dustry is operating with a skeleton force. 


ANY OF US have taken it for granted that there 
pi are just two kinds of specifications—formula and 
performance. F.O.B. recently talked with a buyer 
who adds a third variety to the list. He buys on 
“Experience Specifications’ and goes on to explain: 
“They may not mean a thing to any other company, 
but they embody the points that we have found, from 
our own records and long experience, to be essential for 
our maximum satisfaction and service.’’ Well, perhaps 
they aren’t altogether new, for they are expressed in 
terms of the other two. But the viewpoint is a fresh 
one and offers food for thought. 
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| Fee COMFORT, but comfort none the less, is the 
realization that purchasing agents are not alone 
among business men who are ‘‘damned if they do, and 
damned if they don’t.” We quote from The Paper 
Salesman for May: ‘‘When a big paper order is placed, 
all the salesmen who don’t land it catch hell. Some- 
times even the salesman who does, does.” 


Add to the file of unusual purchases: one 
trailer, equipped as a complete modern dental 
office. E. R. Miles, State P.A. for Utah, is 
the buyer. The mobile dental unit will be 
taken throughout the state, particularly to the 
rural areas, with a full-time dentist in charge, 
as a project of the State Health Department, 
in cooperation with the Federal Public Health 
Service and the Utah State Dental Association. 


Below Cost 


The salesman, figuring blithely on his cuff, 
Offers a price that’s not (he says) enough 
To meet the cost of getting out the stuff. 


} Tf Oe¢e 


We buvers try, in our turn, to be nice 


And urge a sum that will at least suffice, 
Explaining that we don’t consider price. 


Do we 


But when we tell the big boss that we've paid 
A fractionally microscopic shade 
More than competing houses in the trade 

I 


2 ’ 
OO0TE 


Ethics? O. K I've all that I can do 
To handle my own salvation. Tell me, who 
Says I must look out for the salesman’s, too? 


> ’ 
i 7o0eyv 


; poe title of Purchasing Agent is very misleading, 
according to H. J. Lahrssen, P.A. for Harris 


County, Texas, 1 


a recent interview reported in the 
Houston Chronicle, for he finds that he is kept busier 
refusing to purchase than in actual buying. Says he 
“If I approved every requisition that comes to my 
desk, the county would go broke in ten days.” 
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PERSONALITIES 


in the NEWS 


E. A. CiirForp, General  Pur- 
chasing Agent of the Chicago & 
North Western Railroad, and chair- 
man of the Purchases and Stores 
Division, Association of American 
Railroads, has been elected second 
vice president of the Western Rail- 
way Club. 


A. B. Kast has been appointed 
assistant to the purchasing agent 
of the Louisville & Nashville Rail- 
road, with offices at Louisville, Ky. 


W. PoRTER GRACE of Little 
Rock has been appointed State 
Purchasing Agent for Arkansas, 
succeeding A. D. WRIGHT, resigned. 
Mr. Grace was for seventeen years 
vice president and purchasing agent 
of the Thomas Cox & Sons Machin- 
ery Co. 


Harry D. Myers has been ad- 
vanced to the position of purchasing 
agent for Thompson Products, Inc., 
Cleveland, succeeding E. C. Wi- 
LIAMS, whose appointment as di- 
rector of purchases for all plants of 
the company was announced in this 
column last month. Mr. Myers 
has been assistant to Mr. Williams 
for the past five years. 


I. S. MceQuirry of Harlowton has 
been appointed State Purchasing 
Agent for Montana, succeeding A. 
W. ENGEL, who has held the office 
for the past fifteen months. The 
appointment is effective July 1. 
Mr. McQuitty has had _ thirty 
years of mercantile experience, and 
has served in several public offices, 
including the State Legislature and 
Senate. 


JouN J. KEMENDO, for the past 
several years senior accountant in 
the Public Works Department at 
Dallas, Texas, has been appointed 
City Purchasing Agent, effective 
June 15th, succeeding BLAN P. 
DysarT, resigned. Mr. Kemendo 
was high man on the civil service 
eligible list for the position. 
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FRANK W. JOHNSON, City Pur- 
chasing Agent at Duluth, Minn., is 
the subject of a personality sketch 
in the Duluth //erald for June 17th, 
in a series dealing with various 
Duluth and St. Louis County of- 
ficials. 


Mrs. SARAH Burt has been ap- 
pointed purchasing agent for the 
Rochester (N. Y.) Business Insti- 
tute. Mrs. Burt was formerly with 
the library division of the Roches- 
ter Public Schools. 


Louis H. Dopswort, City Pur- 
chasing Agent at Medford, Mass., 
and Lieutenant Governor of the 
5th Kiwanis District, was a dele- 
gate to the national convention 
of Kiwanis at Indianapolis last 
month. 


Coal Buying 


Charles Bennett Smith, New York 
State Superintendent of Standards 
and Purchase, announces that “‘test 
tube” buying of bituminous coal for 
state institutions during the fiscal 
year ended June 30 has resulted in 
aggregate savings of about $250,- 
000. The savings represent about 
$100,000 on contract prices, plus 
$150,000 as a result of increased 
efficiency in boilers and heating 
plants, and a decrease in mainten- 
ance costs. They amounted to 
double the savings effected in the 
previous year. 

Under the “‘test tube’ method, 
inaugurated last year, R. M. Pran- 
gen, senior inspector, and G. A. 
Thornton, associate mechanical con- 
struction engineer in the State 
Public Works Department, checked 
and rechecked the boilers and heat- 
ing plants in every one of the insti- 
tutions for which the state annually 
buys upward of 500,000 tons of 
bituminous coal. Actual tests with 
various grades of coal were made at 
every heating plant until the fuel 
best adapted to each plant was 
determined. 








3 LEADIN 
THIN PAPE! 


FIDELITY ONION SKIN 
07, RAG 
y. Substance 7% and 9 


th and Glazed Finishes 


EMCO ONION SKIN 
100% RAG 
n White and eight Colors Substance 10 


e and Glazed Finishes 


SUPERIOR MANIFOLD 
25% RAG 
Made in White and nine colors Substance 8. 
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MAILING 
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should be used for Re- 
cords, Forms, Copies, 
Thin Letterheads and 
Advertising Literature, 
especially in connection 
with Air Mail, Branch 
Office and Foreign corre- 
spondence. 
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ESLEECK MANUFACTURING COMPARY 
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2 WAYS to cit Alt 


THE LIGHT YOU PAY FOR 








Here are two simple ways to be sure that 
you are getting all the light you pay for: 


1. Have the lighting in your plant and office checked 
by your local lighting company to make sure you are 


getting the most efficient use of the light you buy. A CHECK VOUR LIGHTING 
survey by a lighting expert, equipped with a G-E With a General Electric Light 
Light Meter, may reveal that there is not enough Meter . . . that measures light as 


simply as a thermometer meas- 
ures temperature ... you can 
easily tell whether your plant 
and office are getting enough 
light for safe, easy seeing. The 


light for safe, easy seeing in certain parts of your 
plant. Very often, a few simple changes can be made 
that will enable you to use the electricity you pay for 
much more efficiently. 








2. When you buy bulbs, get the new and brighter pga Meter is priced at only 
Edison MAZDA lamps. They actually give you more aa 
light than the lamps of a year ago without using any . 





additional current. And they stay brighter longer 
than ever before. This is because the constant im- 
provement and technical development made in Gen- 
eral Electric lamp research laboratories is continually 
raising the efficiency of G-E bulbs year after year. 
That’s why the trade-mark & on these bulbs 
assures you of getting full lighting value for your 
money. General Electric Company, Nela Park, 
Cleveland, Ohio. 









EDISON MAZDA LAMPS 


GENERAL ¢@ ELECTRIC 
They slay brighter longer ——» 
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Mail 
(Continued from page 8) 


is getting to first base. In this way you 
will undoubtedly agree that the average 
salesman with an idea will not be so anx- 
ious to see the heads of the sales or ad- 
vertising departments. Each department 
represents a cog in the business and it is 
necessary that they all mesh perfectly, 
otherwise, as you say in the article, the 
future is dark for us 

This, of course, amplifies the early teach- 
ing that we get out of life or business only 
what we put into it. It is not a question 
of brains, but rather how you use the brains 
which you possess. A progressive pur- 
chasing agent should have not only crea- 
tive ability but also vision, which when 
properly applied in his business will culti- 
vate happiness and success. Enthusiasm 
and willingness must be joined together to 
create a spirit of service if we are to reach 
the heights of success 

Remember those who help you in suc- 
cess, and offer to others your encourage- 
ment and understanding in their climb to- 
ward success; for you will need others to 
maintain your success just as much as 
they need you to get their proper footing 
It is the success of the other men that 


warrants progress and success for the 


leader. The purchasing agent of a pro- 
gressive concern should be the most en- 
thot 


husiastic individual in the organization 
He has a wide range in which to demon- 
strate his ability. If he is going to fume 
and ponder over his location, and worry 
about the other departments such as ad- 
vertising and sales, instead of cooperating 
with them and talking the matters over, 
it is definitely sure that he will remain at 
1 standstill 
L. W. JONES 
Purchasing Agent 

McCormick & Co., In 
Baltimore, Md 
June 19, 1937 





Strike Losses 


[The losses due to strikes during 
1937 is likely to equal or exceed those 
of any year since 1922 unless a dras- 
tic change in the labor situation oc- 
curs during the second half year. 
The number of man-days employ- 
ment lost on account of strikes dur- 
ing the first five months of the year 
alone was equal to the total lost 
time during the whole of 1936, and 
was about half the total of the recent 
peak year, 1927. The figures for 
June time losses were only slightly 
less than the record for May. It is 
not likely, however, that the year 


will rival the record of 1922. 
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Obituary 


M. A. SANTOS, 36, Purchasing 
Agent of USL Battery Corpora- 
tion at Oakland, Cal., died of a heart 
attack in that city, May Ist. 


ARTHUR J. Lowe, 81, formerly 
(1914-1932) municipal purchasing 
agent for Salt Lake City, died May 
27th in a hospital of that city. He 
had been in ill health for some 
months. Mr. Lowe was the first 
purchasing agent named under the 
centralized plan adopted by the 
city, and served until the time of 
his retirement from active business. 


MICHAEL J. COLLINS, 76, Gen- 
eral Purchasing Agent of the At- 
chison, Topeka & Santa Fe Rail- 
road at Chicago, died of a heart 
attack at his home in that city, 
June 6th. Mr. Collins was in rail- 
road work for sixty-one years, and 
had been general purchasing agent 
of the Santa Fe since 1909. He was 
chairman of the regional purchasing 
committee for western roads during 
the Federal Railroad Administra- 
tion. 


CHARLES W. GILMORE, 70, Pur- 
chasing Agent of the Kuhner Pack- 
ing Co., Muncie, Ind., since 1925, 
died at his home in that city, June 
Ist. 











WIREGRIP comes on 
processed cards that pre- 
5 vent waste—every hook can 
be used. Protects fingers. Applied 
with a WIREGRIP Lacer or any 
other standard make belt lacing 
machine. e 


Flexible BELT LACING 
STEELGRIP is a stronger lacing 


for all power and conveying belts. 
Clinches smoothly into belt, com- 
presses ends, prevents fraying, 
2-piece hinged rocker pins prevent 
excessive wear. In boxes or long 
lengths. 


Write for Catalog 


ARMSTRONG. BRAY cantons 


“The Belt Lacing 
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F. E. BOWKER, Chicago Pur- 
chasing Agent for the Campbell 
Soup Co., died June 4th after a 
brief illness. 


ALBERT H. JONES, 55, Purchas- 
ing Agent of the Byrant Electric 
Co., Bridgeport, Conn., died of a 
heart attack at the company offh- 
ces, June 7th. Mr. Jones had 
been with the Bryant purchasing 
department for 33 years. 


ARTHUR E. Pierce, 48, for the 
past 26 years associated with the 
Norton Co., Worcester, Mass., and 
assistant purchasing agent since 
1917, died at his home in Shrews- 
bury, Mass., June 8th. 


J. WALTER Muts, Purchasing 
Agent of the Rhode Island Supply 
& Engineering Co., died at Provi- 
dence, June Sth, after an illness 
of many months. Mr. Mills was 
for many years treasurer of the 
Rhode Island Association, and 
served as Vice President of N.A.P.A. 
for District 9 in 1925-1926. 


LEONARD S. Leavy, formerly 
Purchasing Agent for the City and 
County of San Francisco, and more 
recently comptroller, died June 11th. 
He was for many years active in 
the Northern California Associa- 
tion, was chairman of the Govern- 
mental Buyers Group of N.A.P.A., 
and Vice President for District 1 
in 1928-1929. 


ARTHUR J. MITCHELL, Purchas- 
ing Agent for the American Seat- 
ing Co., Grand Rapids, died June 
14th. Mr. Mitchell was a charter 
member of the Western Michigan 
Association, and had just com- 
pleted a term as Vice President of 
N.A.P.A., representing District 4. 


ALBERT S. Hurp, formerly pur- 
chasing agent for the Foot-Schultze 
Co., St. Paul, died June 21st at the 
home of his daughter in Palo Alto, 
Cal. 


James D. Cook, 62, Purchasing 
Agent for the Collier Advertising 
Co., died June 29th at the Flushing, 
N. Y., Hospital. 















Your Company Is 
Often Judged By The 
Shipments It Makes 


@ Every sale 
minded firm puts it 
best foot forward t 
make every possil 
good impression 
employs good sale 
men — insists 
they be decent] 
dressed— buys goor 
letterheads—de 
signs good appearance into its product 
But some of these good companies hz 
not realized what a bad impression slop] 
shipments make, or what a positive goo 
effect a well-packed shipment can have 





Not only individual pack- 
ages but carload lots of 
boxes or material are 
Signode bound for safe 
transit. Ask, when you 
write for the Signode 
Bulletin on Bulk Binding. 


The Signode System of Tensional Nail-l« 
Steel Strapping has been adopted by litera! 
hundreds of shippers for other reason 
mainly thelowered cost of packing material 
shipping rates, damage and loss claim 
These usually pay a substantial profit 
the shipping department. But the sale: 
department finds that the neat efficie: 
appearance of packages, which arrive 
the customer’s in good shape, creates 
will— removes mysterious hard-t 
sales resistence. 


No matter what your shipping problem i 
nearby Signode representative is qualific 
by his experience with hundreds of pr« 
lems to make recommendations. Let 
send him to talk it over. Write us. 


SIGNODE STEEL STRAPPING CO 


2602 N. Western Ave., Chicago, Ill. 
371 Furman St., 454 Bryant St., 
Brooklyn, N. Y. San Francisco, Calif 


Grant Bidg., Pittsburgh, Pa. 











AMONG THE ASSOCIATIONS 


JUNE 1 
Bridgeport— Meeting of the Connecticut Associa- 
tion, at the Brooklawn Country Club, honoring past 
presidents of the association, all of whom since 1918 
were present and spoke briefly. The meeting was 
preceded by an afternoon at golf. 


Oakland—Luncheon meeting of the East Bay 
Group, Northern California Association, at the Lake 
Merritt Hotel. Speaker: 
“Industrial Relations.’ 


Paul St. Sure, attorney, 


JUNE 2 


Rochester— Meeting of the Rochester Association, 
at the Rochester Club. Reports of the Pittsburgh 
Convention of N.A.P.A. by local delegates. 


JUNE 3 
Salt Lake City— Meeting of the Utah Association, at 
the University Club. Résumé of N.A.P.A. conven- 
tion procecdings by the four delegates to the conven- 
tion, including E. R. Miles, newly elected Vice Presi- 
dent for District No. 1. 


San Francisco—Luncheon meeting of the Northern 
California Association, at the Palace Hotel. Speaker: 
George O. Bahrs, attorney, “Industrial Relations.’ 
Also observed as ‘‘Chemical Day”’ for the association. 


JUNE 8 


Cincinnati—Annual meeting of the Cincinnati As- 
sociation, at the Gibson Hotel. The following officers 
for 1937-1938 were elected: President, William McK. 
Reis of R. K. LeBlond Machine Tool Co.; Vice 
Presidents, Andrew Kueffner of Century Machine 
Co., and James M. Berry of The Drackett Co.; Secre- 
tary, E. H. Cordes of E. Kahn’s Sons Co.; Treasurer, 
Ralph C. Lewis of Warner Elevator Co.; National 
Director, Milton R. Maddux of Hamilton County; 
Directors, A. W. Wheeler, M. J. Moriarty, and Harry 
Fenner. 


Oakland—Luncheon meeting of the East Bay 
Group, Northern California Association, at the Lake 
Merritt Hotel. Reports on the Pittsburgh conven- 
tion, by Ralph N. Jacobson, Oakley W. Dexter, and 
George I. Williams, Jr. 


Tulsa—Dinner meeting of the Tulsa Association. 
Review of the Pittsburgh convention proceedings, 
by several of the Tulsa delegates. 


New York—Annual meeting of the Metropolitan 
Purchasers’ Assistants Club, at the Hotel Brittany. 
Officers for 1937-1938 were elected as follows: Presi- 
dent, George C. Ashley of Dairymen’s League Co- 
operative Assn.; Vice President, Earle D. Goodwin 
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of Dairymen’s League Co-operative Assn.; Secretary, 
Charles E. Panzica of Premier Metal Etching Co.: 
Treasurer, J. A. Reynolds of U. S. Rubber Products, 
Inc.; Chairman of Executive Board, Harold D. Mead 
of N. Y. & Queens Electric Light & Power Co. A 
technicolor sound film was shown on ‘‘Construction 
Details of Chevrolet Motor Cars.”’ 


Clinton, Iowa—Golf outing and dinner meeting of 
the Tri-City Association, at the Clinton Country Club. 
Speaker: Nick Legrand of Davenport. 


JUNE 9 
Kansas City—Dinner meeting of the Kansas City 


Association, at the Milburn Golf Club, following an 
afternoon at golf. 


Buffalo—Annual meeting of the Buffalo Associa- 
tion, at the Hotel Statler. Officers for 1937-1938 
were elected as follows President, William E. Blake 
of the Carborundum Co., Niagara Falls; Vice Presi- 
dents, Bernard T. Loft of Bethlehem Steel Co., and 
Frank McMahon of Niacet Chemical Corp., Niagara 
Falls; Secretary-Treasurer, Richard Johnson of David 
Bell Co.; National Director, Harry H. Scheu of Inter- 
national Railway Co Directors, Charles Boldt of 
Bliss & Laughlin Co.; George Kratzer of Houde Engi- 
neering Corp.; Glen Parsons of The Arner Co., Inc ; 
and Leo Hefner of Hoelscher Stationery Co. The in- 
stallation ceremonies were conducted by the Gaveliers 
Club. 


JUNE 10 


San Francisco—Luncheon meeting of the Northern 
California Association, at the Palace Hotel. Speaker: 
Edward R. Thatcher, Standard Oil Co. of California, 
‘‘The Purchase Contract. Guest of honor was Ralph 
W. Myers, who recently retired from purchasing work 
to become manager of the Shipowners’ Association of 
the Pacific Coast. 


Springfield—Golf outing and dinner meeting of the 
Western Massachusetts Association, at the Spring- 
field Country Club. Speaker: Major Thomas H. 
Thomson of Boston, formerly of the British Intelli- 
gence Service, ““Big Game Hunting in Africa.” 


Seattle— Meeting of the Washington Association. 
Speaker: R. J. Venables, attorney, ‘““The Chamber of 
Commerce’s Labor Board and What They Hope to 
Accomplish in the Way of Stabilizing Labor in the 
Northwest.’’ Film and demonstration, ‘‘Latest De- 
velopments in Resuscitator and Inhalator Machines,”’ 
presented by W. B. Overhulse. Reports on the Pitts- 
burgh convention of N.A.P.A. 


PURCHASING 


Indianapolis—Outing and dinner dance of the 
Indianapolis Association, at the Broadmoor Country 
Club. A picnic luncheon, golf and bridge made up 
the afternoon program, and the newly elected officers, 
as announced in this column last month, were installed 
at the dinner meeting. 


Chicago—Meeting of the Chicago Association, at 
the Hotel Sherman. Speaker: Dean William A. 
Irwin of Washburn College, Topeka, “Lights and 
Shadows of Business Recovery.” 


San Diego—J. H. Shaw, Assistant City Purchasing 
Agent, was elected president of the San Diego Associa- 
tion for 1937-1938, succeeding Basil Guthrie of Elec- 
tric Supplies Distributing Co. Other officers include 
L. B. McElroy, Vice President, and M. E. Sloper, 
Secretary-Treasurer. 


JUNE 14 

New Orleans—Dinner meeting of the New Orleans 
Association, at the St. Charles Hotel. Speaker: 
Attorney Rudolph J. Weinmann, ‘‘New Taxation and 
Regulation—Can Business Survive Them?’ S. R. 
Duckworth of Mathieson Alkali Works, Lake Charles, 
read his N.A.P.A. prize paper on ‘‘Essential Organi- 
zation and Practical Procedure for the Efficient Opera- 


tion of a Purchasing Department.’ Reports on the 
Pittsburgh convention of N.A.P.A. 


Wyomissing, Pa.— Meeting of the Reading Associa- 
tion, at the Iris Club. Clarence Schaeffer, Association 
President, discussed social security legislation and the 
stabilization of currency. Commodity reports were 
presented by Harry Kauffman. 


Erie—Annual meeting of the Erie Association, at 
the East Erie Turners. Officers for 1937-1938 were 
elected as follows: President, A. J. Becker of Bucyrus- 
Erie; Vice Presidents, C. E. Portenier of Griswold 
Mfg. Co., and A. C. Kish of Uniflow Mfg. Co.; Secre- 
tary, W. J. Fletcher of Reed Mfg. Co.; Tveasurer, 
F. C. Baumeister of Eureka Electric Products Co. 


JUNE 15 
Pittsburgh— Meeting of the Pittsburgh Association 
at the William Penn Hotel. Speaker: ‘‘Pete’’ Mardo 


of Idlewild Park, a veteran of 35 years in the circus 
business, ‘‘The Moral Tone of the Circus.” 


St. Louis—Meeting of the St. Louis Association, 
at the De Soto Hotel. Résumé of the Pittsburgh 
convention of N.A.P.A., led by William Krueger, 
Erwin H. Doht, William Grossman, Clayton A. Wolfe, 
and Lee J. Bussman. 


New York—Meeting of the New York Association, 
at the Builders Exchange Club. Officers for 1937- 
1938 as announced in this column last month, were 
installed. Speaker: Dr. Walter S. Landis, Vice 
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Quick action. That's the thing that buyers of 
steel have found outstanding in dealings with 
Thomas. Management, sales and operating 
activities concentrated at the mill means 
coordination that speeds service — centraliza- 
tion that assures fast information — close 
contact that makes possible a more intimate 
understanding of customer requirements. As 
we get to know you and you get to know us, 
you will value the quick personal interest that 
Thomas gives to your problems. You will find 
very definite advantages in the specialized 
production service and cooperation of the 
Thomas organization. We invite your inquiries 
for Thomastrip specifications. 
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stRIP OD Steet 


Bright Finish—Zinc Coated 
Copper Coated—Nickel 
Coated—Brass Coated 


THE THOMAS STEEL CO. 


Warren, Ohio 


era Rate PRODUCE 
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President of the American Cyanamid Co., ‘“‘The 
Basis for Price Trends.”’ 


Detroit—Second association golf tournament of the 
Detroit Association, at Clinton Valley Golf Club. 


JUNE 16 


Canton—Meeting of the Canton & Eastern Ohio 
Association, at the Shady Hollow Country Club. 
J. E. O’Brien of Cleveland, District Vice President, 
addressed the meeting and installed the following 
officers for 1937-1938: President, John F. Buchman, 
Jr. of Frankham Brass & Bronze Co.; Vice President, 
Karl Foltz of Berger Mfg. Co.; Secretary- Treasurer, 
Charles Witter of Reserve Printing Co.; National 
Director, Leo F. Ryan of Ohio Power Co.; Directors, 
Peter W. Voss of Timken Roller Bearing Co., J. A. 
O’Neill of Griscom-Russell Co., (Massillon), M. F. 
Shaffer of Electric Sales Co., Ray M. Raff of Diamond 
Portland Cement Co. (Middlebranch), K. S. Goodin 
of Canton Drop Forging & Mfg. Co., and Mr. Ryan. 


JUNE 17 

San Francisco—Annual meeting of the Northern 
California Association. Officers for 1937-1938 were 
elected as follows: President, Oakley W. Dexter of 
Crown Zellerbach Corp.; Vice Presidents, William C. 
Hubner of A. M. Castle & Co., and Frank R. Sher- 
wood; Secretary, Edward R. Thatcher of Standard 
Oil Co. of Cal.; Treasurer, Arthur R. Woodman of 
Nestle’s Milk Products; Directors, Ralph N. Jacobson 
' of Federated Metals Corp., George W. Aljian of Cali- 
fornia & Hawaiian Sugar Refining Co., Russell Hendric 
of E. H. Edwards Co., Frank C. Kugelberg of 
Williams Dimond & Co., R. W. Peterson of Durkee 
Famous Foods, A. L. Wille of Moore Dry Dock Co., 
and Clyde S. Yerge of Oakland Public Schools. 


Chicago—Golf outing of the Chicago Association, at 
the Medinah Country Club. 


Kalamazoo—Officers for 1937-1938 have been 
elected by the Kalamazoo Valley Association, as fol- 
lows: President, Richard H. Butcher of Consumers 





Speedy and 
Accurate 


Hand Sawing 








is now possible. This revolu 
tionary, heavy duty hack saw 

frame, drop forged from hard alumi 
num alloy has changed the entire hack 
saw picture Absolutely rigid with 
machine-type blade holders, it holds an 

unbreakable, high-speed-edge blade at ma- 
chine tensions. Double handed grips increase 
power and accuracy. Improved design applies 
power below the line of cutting and prevents the 

blade from sticking in the cut. Try it and you will 
be satisfied with no other. Your dealer will demonstrate. 


ARMSTRONG-BLUM MFG. CO. 
“‘The Hack Saw People’ 
5860 Bloomingdale Ave. Chicago, U.S. A. 


Write for 
Circular 





Sand and Gravel Co., succeeding Floyd Crain of Globe 
Gasket Co.; Vice President, Irwin E. Scharer of Kala- 
mazoo Sheet Metal Co.; Secretary, Edward Minnard 
of Kalamazoo Paper Box Co.; Treasurer, William 
Klempp of Kalamazoo Lumber Co. 

Dinner meeting at the Columbia Hotel. Report on 
the N.A.P.A. Convention by Ernest Turner of Hercules 
Powder Co. Round table discussion on commodity 
markets and outlook. 


Toledo— Meeting of the Toledo Association, at the 
Sunningdale Golf Club. Allen H. Seed, 
Executive Secretary of the City Manager League, 
“You and Your Government.” 


Speaker: 


Louisville—Annual golf outing of the Louisville 
Association, at the New Albany Country Club. 


JUNE 19 


Trumbull, Conn.—-Annual outing of the Salesmen’s 
and Purchasing Agents’ Association of America, Inc., 
at Eichner’s Grove. The afternoon was devoted to 
a program of outdoor sports, followed by a beef bar- 


becue. 
JUNE 21 
Detroit—Past Presidents’ and Old Timers’ Night 


meeting of the Detroit Association, at Webster Hall. 


JUNE 21-22-23 
Atlantic City—Annual meeting of the Purchases 


and Stores Division, Association of American Rail- 
roads, at the Municipal Auditorium. 


JUNE 22 
Oakland—Luncheon meeting of the East Bay 
Group, Northern California Association, at the Lake 
Merritt Hotel. Edward R. Thatcher of 
Standard Oil Co. of California, ‘““The Purchase Con- 
tract.” 


Speaker: 


Boston—Summer outing of the New England 
Association, at the Belmont Country Club. A full 


Continued on page 53 















NO BELT 
SLIPS with 
VACUUM CUP 
METAL PULLEYS 


GUARANTEED to: 

Eliminate belt slippage and power loss because the belt is 
sealed to pulley at vacuum contacts. . increase life of belts and 
equipment. . enable machines to take larger cuts and operate 
at maximum capacity . . wear indefinitely .. keep belts from 
flying off . . Sizes from 2” up to 72” . . recommended for 
short center drives .. Try one at our risk on your worst drive. 


1010 Ford Bidg. 
Vacuum Cup Metal Pulley Co., Inc. ‘Detroit, Mich” 


Pat'd U.S. 
Canada 
Great Britain 


30 DAY FREE TRIAL OFFER 
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Packing and Shipping 
(Continued from page 16) 


tory, was far below the printed 
pound test on its product. The sec- 
ond was fair, with a good Mullen 
test, and the third was excellent. 
The poorest board was very little 
lower in price than the best. 

Occasionally, where the shipping 
of products is at stake, it will pay to 
have samples tested at your own ex- 
pense. Samples should have all 
identification removed and your own 
numbers or letters of identification 
substituted. Laboratory tests are 
about five dollars. 

In our case we used a box consist- 
ing of two 30-point 100% cylinder 
kraft liners with a manufacturer’s 
guaranteed bursting test of 500 
pounds (printed underneath the 
C.F.C. circle). In addition, the 
tests were 275 pounds per square 
inch resistance, 70 inches dimension 
limit, and 90 pounds gross weight 
limit. Note the difference between 
the C.F.C. 275 pound test and the 
manufacturer’s 500 pound guaran- 
cee. 

Here is one simple test in four flap 
folding cartons. Bend the flaps in- 
ward to the inside wall and then out 
again to the outside of the box itself, 
making a 360 degree swing with the 
flap. This makes the flap stay 
creased. Most shipping clerks do 
not bend these more than once—for- 
ward—so that the crease is only par- 
tially completed and there is some 
resilience to the flap itself. But here 
is the important point: if the flap 
cracks on both sides of the crease, 
the box, weakened, may fail further 
in transit and permit its contents to 
be damaged by weather and spilling, 
or even by impact damage on that 
weaker edge. 

Where a box is to receive much 
handling, a good test is to drop it 
fully packed from shoulder height 
to a concrete floor and observe the 
results of its drop on the corners and 
edges. Try this deliberately on the 
cartons you are using. Many will 
crumple on the edges. If there is 
enough resilience and bracing inside, 
a little crumpling will do no harm. 
Another test is to drop the box down 
a flight of stairs. Most of these 


Juty 1937 


“Vn 
| VW 
Wy 


f 


CONTENTS 


Make no mistake about it — Hin: 
Dauch corrugated shipping boxes 
what it takes to protect products in 
sit—plus engineering skill that 
for economy—PLUS outward attra 
ness that helps to merchandise th 
tents. Three services for the pric« 


—in H & D corrugated shipping b: 


HINDE & DAUCH Corrugated Shipping Boxes 


Vrasticbs. 


IN TRANSIT. 


THE HINDE & DAUCH PAPER COMPANY) 
340 DECATUR ST., SANDUSKY, OHIO 
Send me your FREE book,“Modem Shipping Boxes SF 
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If —you were going to have 


AN OPERATION 





you would naturally depend 
upon the advice and skill of an 
expert surgeon .. . one with a 
reputation and in whom you 
have confidence. . . . That’s good 
judgment. . . . It’s good judg- 
ment, too, when meeting a dup- 
licating printed form problem, 
or are in need of either carbon- 
backed, or interleaved printed 
forms, to consider an organiza- 
tion which has specialized in 
this class of printing for over 
thirty years and lists among its 
customers many of the largest 
concerns in the country. 


MANUFACTURERS of car- 
bonized papers of all classes, in- 
cluding the KleanKarboN Line 
of typewriter and pencil car- 
bons, Hectograph carbon papers 
for the gelatine and spirit type 
duplicating machines and tele- 


type rolls. Our descriptive 


booklet of MULTIPLEX 
PAPERS (containing samples of 
coated paper stocks) will be 
mailed you upon request; we 
invite your inquiries. 






he 


" SS 


THE GENERAL MANIFOLD 
AND 
PRINTING COMPANY 


Main Office and Factory 
FRANKLIN, PA. 


District Offices 








Boston New York Philadelphia 
Pittsburgh Detroit Chicago 
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tests are severe but not as stringent 
as those performed in testing labora 
tories. They may help you to de- 
cide on the condition and needs of 
your box requirements without go 
ing to laboratory expense. 

For designs and bracing it is best 
to call in several box makers, for 
their knowledge of these conditions 
over so many differing products is 
far better than the shipper of one or 
a few products. Most generally box 
manufacturers have a research and 
design department which can turn 
out proper boxes and cartons in eco- 
nomical production. 

There are many choices of liners, 
four corrugating media, and several 
heights of corrugation, resulting in 
Many of these 
combinations meet the Mullen Test 
and caliper requirements of the rail 
And yet the Mullen Test and 
the calipers are not infallible. 

The Mullen Test has its limita 
tions as set forth by the Bureau of 
Standards in 1931, in which the 
Bureau concluded that the Mullen 
Test reflects the tensile properties of 
the sheet in the machine or grain 
direction, and is not affected in any 


114 combinations. 


roads. 


way by its cross-grain or weaker 
direction tensile strength. Most 
manufacturers stress the rigidity of 
the sheet for true general strength. 


Visual Appeal 


Advertising on cartons is import- 
ant today not only for resale but for 
appeal in shipping and in storage. 
These “‘traveling billboards’ have 
positive advertising value; silhou 
ettes and color are remembered by 
the buying public. 

With a new process which frees 
the designer from the necessity of 
using only alkaline-proof inks and 
their narrow color range, new and 
dazzling color designs and stripes 
may be effected, with patterns rang- 
ing from Mid-Victorian to Ultra- 
Ultra-Modernistic. Even light and 
pastel-tinted papers may be used on 
these corrugated containers without 
any danger of staining by free 
alkalies. 

Dispenser display devices for 
counter and floor use may be made 
of enameled and lithographed board 
as well as corrugated. Protection 
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The VUMLX iron gall writing fluid 
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AMERICAN CRAYON 
COMPANY 


499.599 Hayes Ave. 200 Fifth Ave. 
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pays for these in order that while 
they are on display in grocery, drug 
and delicatessen stores their sur- 
faces may be unmarred., 


Miscellaneous Packing Aids 


Metal of delicate thinness that is 
proof against odors, moisture, light, 
grease, and insects is being used on 
boxed cake mixtures, cookie bags, 
and on other food products. Bright 
colors can be lithographed thereon 
to make colorfully-appealing pack- 
ages. They will make the products 
last longer, through dampness, dry- 
ness, and tropical heat. 

For items of unusual shape, hard 
to protect by the usual corrugated 
board that sometimes breaks and 
cracks in handling due to stiffness, a 
new pliable corrugated board, very 
flexible, can be molded over uneven 
objects and is now on the market. 
It is a bit lighter than the usual cor- 
rugated but fits well over objects 
difficult to protect. The price is 
slightly higher but the results are 
beneficial. 

Another protection is a paper pad 
filled with excelsior which has lately 
given place in part to cellulose pad- 
ding and stripping that is less diffi- 
cult on fine hardwood finishes such 
as on radios, furniture, pianos and 
radiator covers, and fine metal fin- 
ishes. 

This is a creped wood fiber cellu- 
lose, soft and resilient and economi- 
cal since it comes in so many forms. 
Rolls, sheets, and pads of many con- 
venient dimensions and thicknesses 
permit the correct amount of cush- 
ioning material. There are 
variations of this material, some 
backed with tissue, some with kraft, 
and others with creped kraft or plain 
with a knurled embossing. 

For circular objects and those 
uneven products from which mois- 
ture must be kept, there is available 
a crinkled kraft sheet, sold under 
three or four trade names. This is 
made of two sheets, usually of 30-30- 
30-90 pound kraft before creping or 
crinkling, between which is a layer 
of liquid tar or asphalt. The paper 
is capable of stretching some 33'/;% 
due to its crinkled finish. This 
is excellent for domestic as well as 
export protection. It can be had in 


many 
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rolls several feet wide or in individ- 
ual rolls for 
shipping application as small as four 
inches wide and in of four 
inches diameter. 


the crate openings nigh imperviot 
to perforation and the entrancs 
salt sea air, insidious tropical dam 
ness, rain, sleet, and snow. 


Asphalt-lined 


manual or machine 
rolls 
moisture p! 

There is a new paper similar to the 
above but without the crinkled fin- 


board and grease-proof board 
also used .or making cartons 
manufacture of this material is c 
trolled by several firms, and some 
other mills have been licensed to us 
these processes. 


ish. In the asphalt layer between the 
two heavy kraft sheets is a thick 
layer of asphalt in which are imbed- 
ded 


These fibers make a paper so tough 


numerous sisal rope fibers. Such cartons elim 


nate the necessity for using wax 
that it is difficult to tear or perfor- and oiled papers in many cases, a 
a gummed taping gives a hermetic 
seal to the containers. 


ate. This is ideal protection in the 
openings of crates, and in conjunc- 


tion with a burlap covering makes Other export cases that are water 
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proof and especially prepared are 
called ‘‘Burla’’ boxes. They are 
bales especially prepared with tar 
and burlap fiber, and they are used 
PL by several American shippers who 
send great quantities of material to 
Central and South America. They 
x are considerably lighter than 
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wooden boxes, saving the difference 
in steamer rates and in actual bale 


ill 
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Ample Light without 
Jare or Heat 


cost. They need no water-proof lin- 
ing for they possess inherently that 
ae very virtue. 

DMITTING from 30 to 40% more light and 
air, Ra-Tox Shades improve working con- 


ditions. They let in the air and shut out the Wooden Boxes 


draft . . . let in the light and shut out the glare. . 

B 8 Wooden boxes are durable but 
RA-TOX are wood fabric shades, designed a they do cost more than corrugated 
especially for steel sash with swing ventilators; ‘Send the attached “ ; 
yet, efficient on all types of both wood and steel = coupon for interesting A wooden box has great resistance 


sash. The most successful and largest factories data; give us the mea 
in America are RA-TOX equipped. Look into surements of your open- : ; 
the advantages of RA-TOX for your plant... —_ ings and we will gladly tents from squeezing or crushing. 
easy to regulate . . . strongly built and durable submit an_ estimate 
... lasting for at least 20 years. without any obligation 


to distortion and protects its con- 


Cleated boxes give additional 
strength—and more weight. And 
UUUDANAUOUAAAAALEELALUEEUGUEOUOAGGATONOOEOOOOOVEREOOOGOGUOUOUOUaGOUUUUUUTaAUUanane genet 


HOUGH SHADE CORPORATION more weight sends up freight costs. 

dustrial Divisi a 

a SEE Ueaiecum @c.. Racweilie. Wis. Styles of boxes and cleats vary with 
Send complete Ra-Tox details at once. the necessity for the pre ytective 


OFFSET WOOD FABRIC —, strength of the shipped article. 


Address City 


SHADES or Bf se ‘indicia ; Soft wood lumber in the “box 


Steel Sash } Wood Sash 


grade’”’ is “low grade’”’ but of suffi- 








cient quality for shipping protec- 
tion. A combination of “hard 
wood” ends and ‘“‘soft wood”’ sides, 
tops and bottoms is used to some ex- 
tent. The wood used is determined 
largely by the availability of a sup- 
ply where the containers are made. 
As lumber is generally sawed to 
those thicknesses required for pur- 
poses that pay the top price, the box 
lumber is of the same thickness, but 
usually of the lower grades. This 
means that certain defects must be 
permitted in box material to obtain 
economy in material. Reasonable 


Keys must resist wear and corrosion, 
hence are usually made of Nickel Silver 
—and a very important percentage of the keys 
made in this country are of Seymour Nickel 
Silver. Long specialization has imparted to 
Seymour Nickel Silver the exact degree of 
smooth workability needed, not only for keys 
but for the slender parts of silver plated ware, 
and for nuts, bolts, rods and numerous other 
similar items where a silvery white color, 
toughness and extreme corrosion resist- 
ance are essential. 


care should be exercised, however, 
to eliminate lumber having objec- 
tionable defects. 

The lumber should be well sea- 
soned, reasonably sound, free from 
bad cross grain, dote, decay, loose 
or rotten knots, and knots or knot 
holes which interfere with nailing. 

Boxes should also be free of the 
excessive moisture of ‘“‘green’’ lum- 






NICKEL 
SILVER 


Glad to send samples for test 


ber, otherwise they will dry out and 
shrink to proportions smaller than 
will fit your articles to be shipped. 














at any time. 


THE SEYMOUR MFG. CO. 
55 FRANKLIN ST., 
SEYMOUR, CONN. 
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Lumber for boxes should not have 
more than 18% moisture content. 
Marked shrinkage in lumber will 
cause the containers to weaken after 
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‘““YOUR LETTERHEAD 


IS THE 
VOICE 


OF YOUR BUSINESS” 


The better the paper, the better 
the voice that carries your words. 
The best papers are made from 
rags and Crane’s Fine Papers for 
business and executive use are 
made from rags and rags alone. 
They speak for you with the ut- 


most confidence and distinction. 


CGranes. 


FINE PAPERS 


MADE IN DALTON, MASSACHUSETTS 
SINCE 1801 
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The customer turn-over at Safety 
is probably the lowest in the 
grinding wheel industry. Once a 
customer—always a customer 
seems to be the rule. 

Grinding wheels for any purpose. 
High grade portable and floor grinders. 


The Safety Grinding Wheel and 


achine Co. 
Springfield, Ohio. 
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they have dried out, pull away from 
the nails and lessen the nail holding 
power. 

The number of nails per box can 
affect your box’s durability. Too 
few as well as too many weaken the 
container. Eight nails per nailing 
edge of 13 inches on a 17 x 13 x 10 
inch box are maximum in efficiency. 
If seven (or eleven) are used, effi- 
ciency is decreased, and this time the 
dice numbers are unlucky. 

Cement coated nails with a large 
quantity of rosin in their coating 
serve best in ability to hold boxes 
together. Barbed and bright nails 
are used also but barbed nails do not 
hold as well, nor are they as strong. 
There is one feature in cement 
coated nails not generally men- 
tioned. While costing more per 
pound than nails of the other types 
of the same nominal size, there are 
more nails to the pound, resulting 
in a generally lower price per nail 
and therefore per box. 

The end cleats on boxes serve to 
strengthen them, give handholds 
and enable the shipper to use thin- 
ner lumber in the other parts of the 
box. The ends of the box are the 
foundations of any container. They 
provide side grain nailing for top, 
sides, and bottom. 


Reinforcement and Sealing 


Metal flat band or round wire 
strapping, used as a reinforcement 
on wooden boxes, enables the box 
maker or shipper to reduce the lum- 
ber thickness, as follows: 


For one strap or wire 20% 
For two or more 35% 

These suggestions come from the 
U.S. Forest Products Laboratory at 
Madison, Wisconsin. 

Straps or wires are best applied 
just before shipment is made, for if 
the box is strapped when wood has a 
large content of moisture, they can 
become loose when the box dries out 
and thus lose their efficiency. 

Round wire, flat band, nail-on 
strap and nailless band are the main 
reinforcing media. Wire and flat- 
band are applied by machines that 
tension and then seal, with a twist- 
ing motion for wire and a clip for 
flat band. 
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NO-DRAHT FANS 


“The Finest Fans Ever Built’ 
OOL, refreshing 


breezes, without a 
trace of drafts or blast 
Uniform air circulation 
that provides satisfying 
relief from sizzling 
summer heat in perfex 
safety. That’s wha 
Victor, and only Victor 
offers you—because only 
Victor Fansare equipped 
with the ‘Breeze 
Spreader "’ which diffuses 
instead of concentrates 
the air stream. 


28 INCH 
CEILING MODEL ACOMPLETELINE 


MSOSHELET = All Sizes... All Types 


™ 
BOTH SIZES 








Whatever the cooling 
requirement, from an 8 
VICTOR TORNADO in. bedroom fan to a 
HIGH VELOCITY FANS —_super-powerful 28 in. air 
circulator— Victor offers 
you greater value for 
your money. Outstand 
ing performance,mechan 
ical en 5 nn unusual 
convenience features, 
a4 f \ \™ combineto make the Vic 
Fan Line a standout 

OVERHEAD TYPECUTS  ‘°" 
COOLING COSTS ASK YOUR JOBBER 


NEW CATALOG FREE! 


Before you buya fan this year—investigate 
the Victor Line. Check and compare the 
many quality features—many of them 
exclusive. See the famous Ribbon Test 
that proves no drafts—no blasts. Get 
the new Victor catalog. Mailed free on é 
request. Write for your copy today. —./ 


VICTOR ELECTRIC PRODUCTS, INC 


753 Reading Road Cincinnati, Ohio 




















MAKERS OF VICTOR VENTILATING FANS 
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FIGURES 
of INTEREST 


30% to 50% Less Wear! 
20% to 30% Power Savings! 
10% to 20% More Production! 


HOW? 


By adding GRAFO to your various lubricants 
frictionless surfaces are formed defying heat 
and metal to metal contact, also permitting 
greater speeds and heavier loads. 





GRAFO used in the production of steel and 
many other metals will give a better surface to 
your finished product. 


Use AQUAGRAF—colloidal graphite in water 
to secure best results for drawing and mould- 
ing of metals; parting rubber; making inks; 
eliminating and preventing boiler scale; im- 
pregnating fibre, cloth and paper; manufacture 
of resistance elements and many other uses 
in industry. 


Write today for your copy of free literature 


on GRAFO and AQUAGRAF 





GRAFO LUBRIGANTS GORPORATION 


MANUFACTURERS OF ge COLLOIDAL LUBRICANTS 


pee! SHARON, PENNSYLVANIA 











NOW IS THE TIME TO REVISE 
PURCHASE RECORDS 


Take advantage of the Summer months to modernize 
purchase records. Investigate the possibilities of visi- 
ble record systems for quotation, purchase order and 


stock records! 


We now have available a new twelve page booklet de- 
scribing scores of up-to-the-minute forms and outlining 


their application. 


Send for a copy today. 


If you do not have a complete Cesco Catalog in your 
reference library, you are missing an opportunity to 
fill the needs of your organization with the most 


up-to-date record keeping equipment. 


THE C. E. SHEPPARD CO. 
44-03-A Cesco 


Long Island City 
Twenty-first St. 


New York 
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Sealing of the package against 
weather brings up the subject of ad- 
hesives, silicate of soda and gummed 
paper and linen tapes. 

Silicate of soda (water glass) is 
cheap, does not spoil like animal or 
fish glues, is chemically almost inert, 
and sets almost instantly. Auto- 
matic sealing machines use vegetable 
dextrines. 

There are numerous gummed 
tapes on the market that will fill any 
sealing need. Kraft paper is their 
mainstay. 

Sisal wrapping twine or rope, 
blocking cord, hemp or jute twine 
are all adapted to closures of many 
types of packages. A new patented 
manila twine, covered with kraft 
paper that is interwound with fiber 
so that it will not unravel or un 
twist, is interesting to many ship- 
pers. Sisal rope does have that evil 
of untwisting, with a further slip- 
periness that makes it hard to 
handle. Sisal also may cause many 
slivers in the hand of the wrapper 
and it sometimes results in slight in 
fections. 


Copper Statistics 
Continued from page 17) 


foreign red metal into the United 
States. Such a company is the Ana- 
conda Copper Mining Company. 
Others are on the U. S. border, own 
foreign properties and want a 
high duty to protect their own cop- 
per. Such is the Phelps Dodge Cor- 
poration, with properties in Arizona. 
Thus the copper industry is not the 
harmonious whole of many other 
industries. This accounts for the 
lack of adequate and public statistics. 
For several years statistics were 
compiled monthly by the Copper In- 
stitute and circulated among mem- 
bers with the understanding that 
they remain private. However the 
figures invariably leaked out to such 
business papers as the Wall Street 
Journal and the New York Journal 
of Commerce and were spoken of as 
“figures circulating in the copper 
trade.’’ Since January 1, 1937, the 
Institute has made a gesture of tak- 
ing the public into its confidence. 
“When the statistics appear, look 
first for the amount of increase 
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or decrease in world or domestic 
stocks,’’ we shall imagine the copper 
spokesman explaining. ‘In April 
of this year world stocks of refined 
copper declined 25,000 tons to 283,- 
COCO tons, the lowest in many years. 
United States stocks fell 21,872 tons 
to about 99,000 tons. World stocks 
are equivalent to only five weeks’ 
consumption whereas during the 
worst of the depression there were 
four months’ stocks on hand.”’ 
(Now the Institute is naturally 
trying to put the best foot forward 
in explaining the statistics. Perhaps 
they do not mention that during 
April blister stocks, or stocks before 
the stage of refining, increased 23,- 
931 tons, so that the net change for 
the month, blister and refined cop- 
per, was a decline of only 1,137 tons. 
In other words, the large gain in 
blister stocks plus previous increases 
implies that soon refined copper, the 
marketable 
stocks. 


increase in 
the 
public do not show always all angles 


form, will 


Statistics released to 


of the situation.) 
‘Then of course observe how pro- 
duction compares with shipments. 
Watch the production of new copper 
from scrap, comparing it with the 
previous month,’ continues our 
“Divide the shipments of 
the last report with the surplus 
stocks to find how many weeks’ or 
months’ supply is on hand.’ 
Monthly statistics are 
published in all of the leading news- 
papers and metal trade journals. 
The Daily Metal Trade, Cleveland, 
has elaborate monthly 


mentor. 


copper 


statistical 
For a year’s record 
there is no better nor handier hand- 
book than ‘‘Metal Statistics,’’ pub- 
lished by the American Metal Mar- 
ket, 111 John Street, New York. 
The American Bureau of Metal Sta- 
tistics, which publishes many odds 


supplements. 


and ends of figures concerning cop- 
per, itself puts out a handbook once 
a year. 

For the average purchasing agent, 
since there are so many bits of cop- 
per statistical information here and 
there, it is best to concentrate on the 
general copper statistics of the Cop- 
per Institute which appear about 
the middle of each month, for they 
give the best birdseye view. 














JAX. Dispensers 
under hard usage—evyey 
accidental blow. There js 
glass to splinter or cause inju 


will stand 


Hence AJAX dust-tight D 
pensers are especially suited 
factory use. They are load 


automatically from a 250 cup « 
ton, and dispense the cups on 

a time, bottom first. No ha 
touches the rims of the cup 

loading or using. 


AJAX service is safe, practi 


and less expensive. 


AJAX cup samples in 
cigarette humidor — 
with supplier’s name 
sent on executive’s re- 
quest. 


oo 


LOGAN DRINKING CUP CO., DI\ 
United States Envelope Co 
68-P Prescott St., Worcester 
Mass. 
270 Broadway New York 
221 No. LaSalle Chicago 
PACIFIC COAST ENVELOPE CO.,f 
416 Second St., San Francisco 
Calif. 


& AJAX & 
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PIPE COUPLING 








HIS TWO-PART swivel union for high pressure (up to 25,000 

Ibs.) hydraulic service has the advantage of permitting as- 
sembly in a line where both sides are stationary, at the same time 
having only one sealing shoulder which must be proof against 
leakage. One part is made with a tapered internal shoulder 
against which a hose fitting seats in sealed assembly. The other 
end of this part has a tapered thread for pipe connection. Avail- 
able in '/,, */, and '/. in. pipe thread sizes 


Use coupon below 


HAND PROTECTOR 


he waar ger? 





No. 426 


DDITIONAL PROTECTION in handling abrasive or sharp 
edged materials, metal sheets, etc. is provided by this protec- 

tor to be worn over an ordinary work glove or mitten. Furnished 
in steel-reinforced leather, plain leather, rubber, wool felt, as- 
bestos, or cotton webbing. Standard lengths are 6 to 7!/2 in., 
with longer sizes available for wrist protection as required. Also 
supplied with a detachable thumb guard for use without a glove 


Use coupon below 
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NEW PRODUCTS & IDEAS 


STORAGE 
RACK 





No. 427 


HELVING IN THIS new storage unit is made of wire mesh, 
with steel frames and cross rods. Standard sections can be 


bolted together to form continuous shelving to fit the need and 


the installation [he assembly is bolted to center pipe stand- 
ards, in stationary, portable or monorail installation, permitting 
free access from any side The wire mesh is strong enough for 
general utility storage, supporting up to 30 lbs. per sq. ft., and has 
additional advantages in that it does not interfere with the effec 

tive action of a sprinkler system in case of fire, permits no dust 


accumulation, presents better lighting conditions in the stock 


room, and gives complete ventilation 

Use coupon below 
LIFTING 
TONGS 





No. 428 


ABLE SUSPENSION at the ends of two lever arms provides 

the simple and effective gripper action in these new tongs. 
An upward pull forces the jaws inward against the hinged grip- 
ping blocks, and release of the lifting action frees the tongs be 
cause the upper arms overweigh the gripping side. An adjust- 
able cross-link adapts this device to handle objects as small as 
1!/. in. or as large as 20 in. in thickness. It can be held in the 
open position by means of a latch pin 


Use coupon at left 


ADJUSTABLE 
GOGGLE 


No. 429 





YE-CUPS IN THESE new goggles are adjustable to any 

position within a '/, in. range, thus suiting the focus of op- 
tical lenses to the operator’s individual vision. The adjustment 
requires no special tools. Assembly permits clear or colored lens 
depending on use. Other features are light weight, adequate 
ventilation and flexible, adjustable headband. 


Use coupon at left 











MICROMETER TIPS No. 430 


| Rage SERVICE life of micrometers, up to 50 times the 
normal expectancy, is said to result from a new factory re- 
tipping service in which new tips of Carboloy are attached to 
spindle and anvil and adjusted for accurate reading. This ex- 
tremely hard and wear resisting material holds its shape and ac- 
curacy for long periods in constant service. Formerly used 
New low 
prices have made a more general use of such tips practicable. 


principally on ‘‘master’’ tools to check other gauges. 


Use coupon page 48 


SIGNAL LANTERN 





No. 431 


| OCATION OF FIRST-AID stretcher stations is clearly in 
dicated by the use of this special lantern with 4! 


A 


’, in. illumi 
nated green crosses on three sides and a 6!/2 in. convex lens casting 
a beam downward to the equipment. The housing is of welded 
steel with fitting for '/2 in. conduit and brackets for wall mount- 
ing. The entire assembly is dust-proof and weather-proof, anda 
hinged lens mounting in the bottom permits access for lamp re 


placement 


Use coupon page 48 


ONE-PIECE 
WELDING 
HELMET 


No. 432 


j YORMED IN ONE PIECE of black vulcanized fiber, and cut 
deeply to offer side protection to a point well back of the 
ears, this new welding helmet affords a maximum of protection 
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RIVETS SET 
AT ONE TIME 



























@ Originally developed for 
a large car manufacturer, the 
same application is now avail- 
able to general industry. It 
sorts, feeds, inserts and sets 
4 rivets with a single pedal 
operation. STILL LOWER AS- 
SEMBLY COSTS ARE NOW 
PRACTICAL. Tell us your prob- 
lems and send sample assem- 
bly with inquiry, if possible. 
Single, Double, Triple and Quarduple 
Rivet Setters for Tubular and Split Rivets 


RIVET & MACHINE CO. 
1851 5S. 54th Ave. 
Cicero P. O. Chicago, Ill. 


TUBULAR AND SPLIT 
RIVETS—ALL METALS 


Order a 
Test Sample 


Get the 
Price 


Little Mote 

for Big Job 
.. You'll fine 
Them What 
You WANT 








Buy Fractional Horse Power 


ELECTRIC MOTORS 
Where the Buying is GOOD 


INVESTIGATE our compact precision-built fractional! 
horse-power motors. . . For automobile and bus heat- 
ers—juice extractors—kitchen mixers—electric drills— 
hand vacuum cleaners—any such light apparatus. Revers- 
ible types for automatic radio tuning . . . Every motor 
precision-built for long, trouble-free service. Made by 
specialists for a generation in manufacturing light elec- 
tric-powered motors to customers’ specifications. 





Write us about your motor requirements. Be sure to 


specify required power, speed and voltage. 


Mhe(SENERAL INDUSTRIES CO. 


3743 TAYLOR STREET ELYRIA, OHIO 

















ADEQUATE LOCKER FACILITIES 


- 





Lyon standard single-tier steel lockers and custom-built tables and lockers 
installed by Chicago Screw Company 


PROMOTE PLANT EFFICIENCY 


@ More and more, industry is finding that modern locker 
rooms are profitable investments. Records show that they help to 
reduce employee turnover and promote plant efficiency. 


For more than 35 years Lyon has designed and built 
quality steel lockers for every industrial need. 


The fact that over 8,000,000 Lyon Steel Lockers are in 
use testifies to their economy, rugged construction and trouble-free 
performance. Write for catalog or ask us to send a Lyon represen- 
tative to check your locker needs. 


LYON 


METAL PRODUCTS, INC. 
3307 River St. AURORA, ILL. 








Particularly from 
the cleaning materials you use 


Today half-way results won’t do. Cleaning materials must 
clean thoroughly . . . not only one time, but all the time. 
They must be uniformly dependable. Time, labor, and 
overhead are too costly to permit you to tolerate inferior 
cleaning with its rejects, waste, delays and trouble. 

It is on this basis that Oakite cleaning materials welcome 
your serious consideration. If there is any one thing that 
identifies Oakite cleaning, it is dependable performance 
at optimum efficiency. 


A request brings full information. 


Manufactured only by 


OAKITE PRODUCTS, INC., 54 Thames St., New York, N. Y. 
Branch Offices and Representatives in all Principal Cities of the U. S, 


OAKITE 





SPECIALIZED INDUSTRIAL CLEANING MATERIALS & METHODS 


Pace 50 


} 


and its ruggedness adapts it to hard shop use. The usual riveted 
and lapped seams or joints are eliminated in this design. The 
resulting smoothly rounded interior promotes air circulation, 
making it a well ventilated and comfortable helmet. 
vided with a standard 2 X 4!/, weld glass 


It is pro- 


Use coupon page 48 











BROACH SAW No. 433 


NEW TYPE HACK SAW blade is designed with increasing 

pitch and depth of tooth gullet between the starting end and 
the heel of the blade, a device which permits the teeth to take 
progressively larger chips 
width and 10 or 12 in. length 
range up to 14 per in. at th 


Made of high speed steel in 1/j. in. 
Che teeth start at 18 per in. and 
l¢ he el 


Use coupon page 48 


LIFTING JACK 





No. 434 


HE NEW JACK SHOWN in the illustration is of the ball 
bearing journal type, constructed of heat-treated alloy steel- 


forgings with bronze nut and geared ratchet, and supplied with 


a heat-treated steel level bar. It is 10 inches in overall length. 
Made in four capacities, from 15 to 50 tons, with maximum lift 
ranging from 5'/2 to 4 inches. Weight 33 to 65 lbs. Direc- 


tional control is by means of a thumb latch on the side 


Use coupon page 45 











Bituminous 


Coal 


MINES: Scalp Level, South Fork, Hastings and La Rayne 
Districts of Penna., and Fairmont District of 
West Virginia. 


SIZES: Lump — Egg — Nut — Pea — Stoker — Mine 
Run—Especially Prepared Coal for Pulverizing. 


CORTRIGHT COAL COMPANY 


PENNA. BLDG. ONE BROADWAY 
PHILADELPHIA NEW YORK 
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PAPER 
FASTENER 





No. 435 


HIS NEW FASTENER operates by passing the sheets of 
Wea alined or collated in advance, between a pair of toothed 
steel wheels, which crimp the sheets together along the edge into 
‘a neat and serviceable assembly without the use of pins, clips or 
staples. Capacity is from 2 to 12 sheets of ordinary paper and up 
to 20 sheets of onion skin, variations in thickness being taken up 
by means of a flat spring. 


Use coupon page 48 


f | WASHER 
PUNCH 








No. 436 


SERIES OF EIGHTEEN hardened dies, ranging from !/s 
A to 13/s”, mounted in an eccentric turret plate, make it possi- 
ble to obtain more than 150 different washer sizes, all properly 
centered and without preliminary adjustment. Can be used on 
fiber, steam packing, strawboard, asbestos, leather, felt, cork, 
rubber, bakelite, mica, or any similar material up to 1/1.” thick- 
ness, also for punching gaskets, etc. Adapted to use in industrial 
plants, machine shops, repair departments, motor maintenance 
shops, and the like. 


Use coupon page 48 
EXPANSION 
BOLT 


STEEL 
COMPRESSING 
SLEEVE 





No. 437 


HIS SO-CALLED ‘“‘Front Drive Rivet”’ has the advantage of 
permitting application when only one side of the work is ac- 
cessible. The bolt is equipped with a double sleeve as shown in 
the diagrammatic illustration, the outer sleeve riding against the 
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SAVE AS MUCH AS 4()% OF YOUR DRAFI 
MARS 
LUMOGRABH 


ING COSTS WITH 





Engineering and Architectural Offices that have 
Mars Lumograph Drawing Pencils are effecting 
which in some instances are as great as 40%. Thi 
possible because of the special light resisting element 
that renders lines approximating the opaqueness of India 


Perfect reproductions are made direct from your Mar 
tracings, eliminating ‘inking in.’ Furthermore, the 
grinding of the elements in Mars Lumograph lead 
“hard spots’’, eliminating the danger of mutilating tra 


Select the Mars Lumograph Pencil 
requirements. They’ll make good or 


Obtainable in 17 degrees (EXEXB to 
J. S. STAEDTLER, Inc. 53-55 Worth St., New 


Mail the coupon today to any of the addre 


Charles Bruning Co., New York City, N. Y. and branches 
Keuffel & Esser, Hoboken, N. J. and branches 


| 

| 

| sentlemen—Enclosed find $.. Please send postpsid 
| Pencils as checked. 

l Quantity Number 

| Name 

| Street 

7 City . ‘ State 


My dealer's name is.... 


The most popular tape on the 
market. The extra strength of 
Northern Kraft — faster and 
permanent sticking—full basis 
weight, width and length. 


Troyan 


GUMMED 


TAPE 


The Gummed Products Co. 


OFFICES TROY, OHIO MILLS 
MAKERS OF STERLING “TREAD” GUMMED TAPE 


Sales Branches: Chicago, Cincinnati, Cleveland, Los Angeles, 
New York and St. Louis. 















GEARED 


to meet the 


OF YOUR 






nisifler these points when you look for 
Se 
ae ependable source of spring parts: 


ve 
-PROMPT, CERTAIN-ACTION IN TOOLING UP 


eeery ERIES TO MEET YOUR PRODUCTION 






Saironn QUALITY FROM START TO FINISH 





ONE SOURCE OF SUPPLY FOR MANY PRODUCTS 


FEF FICIENT PLANNING FOR GREATEST ECONOMY 


Controlled quality from steel to finished part is 
Barnes’ answer to the day's demand for production and 





i modern steel mill owned and 
operated by Barnes is capable of producing stock for almost 


any requirement, every day, 


pull more production. 


Large amounts are always on 





9 85 for quick conversion into the kind of spring you need. 


The W allac e Naracs Company . BRISTOL, CONNECTICUT 


DIVISION OF ASSOCIATED SPRING 


FOR MORE THAN THREE 


CORPORATION 


RINGMAKERS VED i 


j 
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F you have large pieces to be 
welded, get this Bulletin at once. 
7) It explains our ac- 


complishments in 


successfully 


doing 
some extremely diffi- 
cult and big welding 
jobs—a Service that 
is available to 


you 


on a very attractive 


basis! 


S.Morcan SMITH Co. Yor« Pa. 
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head, and the second on the bolt shank, with a tapered shoulder 


contact between the two Che entire assembly, including the 
unit, is driven head first through a hole in two metal sheets. 
Raised fins on the second sleeve cut into the hole, and the sleeve 


is compressed against the bolt to prevent turning. When the 
unit is drawn up with a wrench, the outer sleeve is expanded by 
the shoulder and grips against the back of the work to complete 
the fastening. Sizes range from to 1 in 


Use Ou 


pon page 15 








NON-SKID 1 
SCREW- 
DRIVER 
No. 438 ners 
ATENTED NON-SKID point design permits this screw 
driver to grip the inside of the screw slot firmly, reducing the 


pressure and effort generally required and directing all the power 


to actually turning the screw Also clings to the slot under dif- 


ficult conditions such as in dark, inaccessible locations or in re- 


cessed screws, and prevents damage to slot and to smooth surfaces 


by not jumping out of position. The blades are of highly pol- 


alloy steel, firmly embed- 


alloy, 


ished and rust-proof ch 


rome van dium 


lles of dur: 


practically unbreakable material 


ded in lustrous black han a highly insulated and 
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ELECTRODE 
HOLDER 


No. 439 


 phaiaoon IMPROVED el 
through a hollow fiber 


trode holder, 


handle 


cable is led 


secured with a screw clamp 


the welding 
and 
The electrode is held in 


pring-backed jaws, copper tipped to in 


sure good conductivit) The spring and lever are also insulated. 
Accommodates electrodes up to !/, inch size Total weight, 10 
oz. The metal parts are cadmium plated to protect against rust. 


Use coupon page 4& 


PORTABLE 
BELT 
SANDER 











No. 440 





ESIGNED AND BUILT to perform heavy, constant sanding 
and grinding operations, 
ment 


this portable and dustless equip- 


finds a useful application in resurfacing furniture, slate 


blackboards, boats, etc., grinding down metal strips, grills and 
parts, honing the edges of marble, 
is 4 , 
flush with the side of the frame 


glass, composition or plastics. 


The abrasive belt wide and 27” in circumference, operating 


» for corner work. Equipped with 
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11/, h. p. universal motor with ample cooling system, and with a | 
powerful vacuum dust collector extending across the full width of | 
the belt. 


Use coupon page 48 
__ BUSINESS 
CARD 
PACKAGE 





Sa J No. 441 


UNIQUE METHOD of packaging for business cards is the 

“Card Saver” unit, containing twenty-five cards to the 
package, resulting not only in exceptional convenience but in a 
saving of 20 to 25% through the elimination of waste and spoilage, 
and the assurance of having a clean and crisp card to present at 
each call. Coupled with a process requiring no costly dies or 
plates, the plan offers unusual economy to every business using 


any considerable quantity of cards for its executives and repre- 
sentatives. 


Use coupon page 48 


RESPIRATOR 


No. 442 





HIS SIMPLE RESPIRATOR, for use in connection with 

spray painting and similar operations, consists of a flexible 
aluminum plate with elastic band, and a replaceable pad which 
covers the nose and mouth, closely conforming to facial contours 
It is light in weight and inexpensive, both in first cost and in cost 
of replacement pads. 


Use coupon page 48 


Among the Associations 
(Continued from page 40) 


program of sports occupied the afternoon, followed by 
a steak dinner. 


Tulsa—Plant visit and supper of the Tulsa Associa- 
tion, at W. C. Norris, Inc., manufacturers of oil field 
supplies. 


Huntington, W. Va.—Meeting of the Tri-State 
Association, at the Prichard Hotel. Speaker: Harley 
G. Harper, Chief Engineer, Appalachian Electric Power 
Co. generating station, Kenova, W. Va., ““Employment 
and Employees.”” The following officers for 1937-1938 
were installed: President, R. E. Wright of Standard 
Ultramarine Co., Huntington; Vice President, T. O. 
Holland of Ames Baldwin Wyoming Co., Parkersburg; 
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. . « CRAFTSMEN VICTORIA 


IN THE ART OF . er PAPER MILLS 
PAPER MAKING SLACK CORE FULTON, N. Y 
FOUNDED 188 


FOR 57 YEARS sArw 


Agents everywhere. 








TRANSPARENT CELLULOID 


(Non-Combustible) 


SHOP ENVELOPES 












| 
FOR Transparent i | Provide 
Front - | is ak os Min 
ot... Water and itt | visibility 
O/1- Proof i i] and at the 
TAG ea el ; 
HOLDERS mi Wie Same time 
: 
RECORDS H | protection 
STOCK against 
nares water, oil 
grease, and 
DRAWINGS 
Transparent dirt. Keep 
CHARTS Front and 
Back records 
DIAGRAMS 
clean and 
PRICE LISTS in full view 
BULLETINS throughout 
SATA. the entire 
manufac 
SPECIFICA- ; 
TIONS turing 
PASSES operation 


Transparent Front- 
Back, /em “tet Asaf eather 


Made in any size or style required. 
Send copy of your form for sample envelope and 
complete details 


JOSHUA MEIER, Inc. 


48 New Chambers Street New York, N. ¥ 
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Always at Your Service 


ANTHRACITE 
COKE 
BITUMINOUS 


You will find this 
a good house to do business with 


YATES-McLAUGHLIN, INC. 
Rand Building Buffalo, N. Y. 


























RAY from. : 
ifufss «=PENN STATION 










SINGLE WITH BATH 
DOUBLE WITH BATH..83. 


32nd. & BROADWAY 








IMPERIAL 


ONE BLOCK | 





600 ROOMS 49) 


Secretary-Treasurer, A. A. Ayers of Kingston-Poca- 
hontas Coal Co., Ashland, Ky.; National Director, 
A. A. Meyer of West Virginia Rail Co., Huntington; 
Directors, L. L. Aultz of United Pipe & Supply Co., 
Charleston; G. G. Nicholson of Appalachian Electric 
Power Co., Huntington; S. C. Wilhelm of Marietta 
Mfg. Co., Point Pleasant, and H. M. Byllesby of 
Kentucky & West Virginia Gas Co., Ashland, Ky. 


Bristol— Annual Ladies’ Day outing of the Con- 
necticut Association, at the Chippanee Country Club. 
Golf, bridge, and dinner dance. 


Auburn— Dinner meeting of the Syracuse & Central 
New York Association, at the Osborne House. 
Speaker: President W. J. Eddy of Hobart College, 
“‘Where Do We Go from Here?”’ 
and commodity discussion. 


Convention reports 


JUNE 23 


Rochester—Annual “‘Buysel Picnic’’ of the Roch- 
ester Association and salesmen, at Manitou Beach. 


JUNE 24 
San Francisco—Luncheon meeting of the Northern 
California Association, at the Palace Hotel. Speaker 
H. C. Hendee of the Wall Street Journal, ‘‘The Cali- 
fornia Oil Industry.” 


Cleveland—Golf tournament of the Cleveland As- 
sociation, at the Acacia Country Club. 


Springfield—Joint picnic of the Springfield and 
Dayton Associations, at the Springfield Country Club. 
Golf. Dinner as guests of the Yost Superior Co. 
Arthur Stoll of Springfield and J. A. Cobey of Dayton 
presided. Guests of honor included District Vice 
President J. E. O’Brien and past vice presidents 
F. H. Andrews, Frank Lott, Jack Meyers, and Harry 
Fenner. 

Jamestown—Annual outing of the Rhode Island 
Association, at Beaver Tail Golf Club. 
sports, and dinner 


Luncheon, 


JUNE 26-27 


Portland—Annual fishing trip of the Oregon Associa- 
tion and the Portland Industrial Traffic Club, 
starting from the Fish Creek camp grounds. 


JUNE 28 
Palmerton, Pa.—Golf outing and dinner meeting 
of the Lehigh Valley Association, at the Blue Ridge 
Country Club. R. K. Bryan of the New Jersey Zinc 
Co., was chairman of the meeting. 


JUNE 29 


Oakland—Joint luncheon meeting of San Francisco 
and East Bay members of the Northern California 
Association, at the Lake Merritt Hotel. 
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BARNES 
pet 


LADES 


Barnes Band Saw Blades are hard-edged 
for fast, accurate cutting and long life. 
There’s a Barnes distributor near you! 


W. O. BARNES CO., INC. Detroit, Mich. 




















Drop-Forged 
“C” Clamps_ Lathe Dogs 


These are lifetime tools that do not spread 
or give—that can be depended on not t 
slip. Drop forged from special open hearth 
steel, they have extraordinary stiffness 
toughness . . » strength. Screws have 
double wear threads, are of special steels 
hardened at the point. They wil! not 
“upset.” Hubs of these Lathe Dogs are 
over-size, large enough to permit re 
tapping, to give double life. 


Sizes and Types for every machine shop and to 
room use, each an ARMSTRONG TOOL—the 
finest that can be made. Write for Catalog B 


ARMSTRONG BROS. TOOL CO 
"The Tool Holder People’ 
303 N. Francisco Ave., Chicago, U.S.A. 
Eastern Warehouse & Sales, 199 Lafayette St., N. Y 
San Francisco London 
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Separate Lists of the manufacturers of every product 
With descriptive information about the products of thousands of them. 
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REGISTER 


Executives 


Sales Departments 








A few of the various services it is now rendering 


to more than 25,000 concerns in the U. S.—All 
Lines — Everywhere. 


It often saves more per week than it costs per year. 
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For Purchasing and Purchase Research 

The efficient buyer needs the names of all sources of 
supply for everything, instantly at hand to facilitate 
securing any requirement; 


Thomas’ Register supplies this essential information with an 
efficiency unequalled by anything else. All manufacturers 
of any product with descriptive product matter for thou- 
sands of them. 


In Conjunction With Catalogue Files 


Look in the Register for any product you want. It 
will instantly show you whose catalogues and cir- 
culars to consult, or whose to write for—often 
worth its cost for this service alone. 


TR has in excess of 15,000 factual descriptions from 
manufacturers. 


A-Z Blue Section—Instantly shows home office of any 
concern, or nearest branch office; also its affiliated and 
subsidiary concerns. 


A Capital Rating for Each Name—One of its many 
valuable features. The capital ratings are often use- 
ful in making the selection desired, either when 
buying or selling. 


Locating Successors to Discontinued Concerns 
Being able to promptly secure a replacement part often 
saves many times the cost of the part. 


Generally Useful to Everyone 


Write for details of thirty-day offer. 


A LIBRARY OF INFORMATION 


All in one 5,000 page combined directory and collective catalog 





Purchasing Departments 


Engineering Departments 





ania 


A GENERALLY USEFUL AND PROFITABLE SERVICE FOR 


Research Departments 
Laboratories 
Superintendents 


Works Managers 


and all others having to do with investigating, buying, specifying, or who 
require names of American Manufacturers in any line, for any purpose. 
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HOW 
THOMAS’ REGISTER 
SAVES ON PURCHASES 


Because THOMAS’ REGISTER is com- 
plete, it enables the Intending Buyer— 


1—TO INVESTIGATE a n 
which will assist 


purchase. 


ymber of sources of supply 


him in making the most economical 


2—TO ADD new names to nis 


supply. 


present list of sources of 


3—TO VERIFY his present prices and bids—thus insuring 


an economical purchase for all requirements. 


4—TO MORE QUICKLY LOCATE sources of supply for 
requirements which are new to his department, thus 


saving the time lost in referring to numerous catalogues. 


5—TO INVESTIGATE possible savings which can be 
effected by substitutions or improvements in present 


material, machinery, and methods. 


6—TO RECALL TO MIND products previously pre- 


| sented by a salesman or through an advertisement. 





TRY THESE SUGGESTIONS ON YOUR NEXT 
PURCHASES—WE FEEL CERTAIN YOUR 
SAVINGS WILL BE SUBSTANTIAL. 
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THOMAS PUBLISHING CO., 467 Eighth Avenue, New York, N.Y. 
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MACHINES THAT NEED 
RUBBER HEELS 


A typical example of Goodrich development in rubber 


HIS is the way machines used to 

look in an Ohio manufacturing 
plant. The huge press vibrated, and 
transmitted so much of its vibration 
to the floor that delicate grinding 
machines nearby were affected—every 
time the press plunged down, the grind- 
ers jumped so that their product could 
not be made to the .0006-inch tolerance 
required. Everything was tried—even a 
special individual foundation for the 
press — but vibration still continued. 


A Goodrich engineer had discovered 
a way to bond rubber inseparably to 
metal. Strengthening that bond to bear 
the weight of heavy industrial machin- 


(Another story of Goodrich 


ery made possible the “Vibro-Insulator”’ 
—and shock and noise in industry 
were defeated. 

Goodrich Vibro-Insulators are literally 
rubber feet for anything which vi- 
brates. They consist of two pieces of 
metal—one attached to the machine, 
one to the floor — bonded together 
with rubber so that the machine virtu- 
ally hangs in the air, partly suspended 
and partly resting on the rubber, which 
absorbs the vibration and so kills the 
shock and noise. 

The manufacturer equipped his grinders 
with these Vibro-Insulators—and rejects 
were reduced to the vanishing point. 


Hundreds of concerns have 
Goodrich development to inc 
curacy of product, improve 
of workers, lengthen life of 1 
But the important point—im; 
every plant in every industry- 
this development is typical of 
stant research going on at G 
research which develops ne 
compounds and new uses f 
to make every Goodrich pt 
best value money can buy 
Goodrich Company, Mechar 
ber Goods Division, Akr« 


edetol 
a Main ae 


development work appears on page 1) 





Dollars-and-cents reasons 

why more and more concerns 

specify Jenkins for IRON as 
well as Bronze Valves 


IN their own cost sheets valve users find 
evidence that it pays to buy IRON valves 
as carefully as bronze. Trouble with valves 
on large lines proves to be more expen- 
sive, as a rule, than on small lines. More 


time and labor is required to take down 





large valves. Parts and replacements cost 
more. Lengthy service interruptions may 
be necessary. Jenkins IRON Valves... 
built for trouble-free performance like the 
famous Jenkins Bronze Valves...are 
bound to produce economies. 

When valve users check prices on IRON 
valves they often find that Jenkins quality 
can be obtained for much less than they 
had believed. Actually, a‘\Jenkins” sells at 
the standard price for good valves. 

If you buy valves on a dollars-and- 
cents basis you will want to inspect the 
24 important pictures in Jenkins’ PHOTO- 
FACTS booklet. They show exactly why 
Jenkins IRON Valves save money in 
service...why hundreds of experienced 
buyers are specifying them along with 
Jenkins Bronze Valves. Write for a copy, 
or ask your supply house for it. 


JENKINS BROS.,80 White St., New York; 510 MainSt., 
Bridgeport, Conn.; 524 Atlantic Ave., Boston; 133 N.7th 
St., Philadelphia; 822 Washington Boulevard, Chicago; 
JENKINS BROS., Ltd., Montreal, Can.; London, Eng. 


JENKINS VALVES 


BRONZE—IRON-—STEEL 





answer the Question 
“How are Jenkins 

IRON Valves 

better?” 


WRITE FOR THIS BOOKLET 





